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Clockdom’s 


LATEST SENSATION 


The Wonder Clock... Full Westminster Chimes 
No Clutch, retaining spring or electric contact 


One of the smartly styled 
Sessions All-electric chime 
clocks. Genuine hand-rubbed 
Mahogany case with burled 
panels. Design proved to 
popular preference. Foolproof 
sealed-in-oil synchronous 
motor. No chime springs. No 
clutch. Chimes motorized. 
Simple and trouble-free. Re- 


tails for $35.00. 


The uncanny precision of the syn- 
chronous electric clock. And more, 
far more! This wonder clock, the lat- 
est development of Sessions, re-creates 
the melody and the rich, lingering bell 
tones of famed Westminster Chimes. 
Every quarter hour it casts a spell of 
old world witchery about your home. 
It is the only all-electric chime clock 
without clutch, retaining springs or 
electric contacts. It tells time uner- 
ringly by means of a sturdy synchron- 
ous motor, sealed in oil, whose only 
function is to turn the hands precisely 
on the second. 

Its chimes are operated by a small 
separate induction motor, doing away 
with clutches, revaining springs and 
electric contacts. Both motors are 
powered through the same cord and 
plug. 


It is not an expensive clock. It costs 


CSS1ON 


less than many a silent electric time- 
piece. The simplification achieved by 
eliminating chime springs, clutches and 
electric contacts assures more perfect 
operation and longer life. A great ad- 
vance in clock construction, its features 
patented and found only in Sessions 
clocks. More than a century of clock 
craftsmanship guarantees this wonder 
clock. 

Sessions’ new wonder clock is backed 
by National Magazine and Radio ad- 
vertising. It is already the fastest mov- 
ing number in many a clock depart- 
ment. 


A great wake-up item for your cus 
tomers. The entering wedge to a nice 
slice of clock business for you. Why 
not tie up to clockdom’s latest sensa- 
tion. Full particulars on request. The 
Sessions Clock Company, Forestville, 
Connecticut. 
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The 
JOBBER’S 
SALESMAN: 


APRIL 1931 
VOLUME XII Number 4 


FS JopBer’s SALESMAN steps into its third 
month since the announcement of the plan, 
fully confident that its effort to drive home to 
the industry the necessity for market determina- 
tion and market development is taking hold. 
Expressions received from keen observers in the 
industry, both manufacturers and wholesalers, 
has fully confirmed our conviction that we were 
on the right road. 


While such opinions are most welcome, enthu- 
siasm must not stop with endorsement. Action 
is what is needed, immediate action on the part 
of the entire wholesaling industry to guarantee 
the success of the program. 


Attention is called to the articles on pages 5, 
10 and 11 of this issue which carry the an- 
nounce of the nation-wide tour to be made by 
E. T. Rowland, marketing counsellor of THE 
Jopper’s SALESMAN. Mr. Rowland will carry 
the story of the plan and its application to local 
conditions to all wholesalers. Be sure to read 
the announcement in this issue. 
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THE WHOLESALERS 


OPPORTUNITY 


progressive suggestions ever made by a 

publication to the industry which it 
serves, THE JOBBER’s SALESMAN now an- 
nounces on pages 10 and 11 a program for 
carrying the message of its “Plan for Market 
Determination and Market Development” di- 
rect to the individual members of the indus- 
try. This program will take the form of a 
series of chart talks to be delivered by E. T. 
Rowland, marketing counsellor of ‘THE Jos- 
BER’S SALESMAN, in key cities of practically 
every wholesale trading area in the United 
States. 


Ei following through on one of the most 


While the entire influence of the editorial 
pages of the paper will continue to be focused 
on the plan, in order to hold the attention of 
its readers to this all-important subject, it is 
felt that the speaking tour of Mr. Rowland’s 
is essential in order to interpret the plan to 
local groups of wholesalers and to show its 
adaptation to local conditions. 


In announcing the plan in the February 
issue of THE JOBBER’s SALESMAN, it was em- 
phasized that “The new ‘Program’ is not a 
sugar-coated pill that will act as a cure-all for 
all of the ills of the industry. Neither is it a 
standardized ready-made plan for travelling 
the ‘royal road to success.’ It doesn’t supply 
the brains or the initiative that are needed 
by wholesalers and manufacturers to success- 
fully meet present day conditions. Nor can 
it provide a substitute for courage, hard 
work or common business honesty. 


“The ‘Program’ does, however, set forth 
certain principles—not theories—that must 
govern the activities of all manufacturers and 
wholesalers who are to survive. 





“Around these principles each must build 
his individual program, drawing upon all of 
the sales strategy, imagination and initiative 
that he possesses.” 


It is these principles and their application 
to local wholesalers that Mr. Rowland will 
stress in his talks. There is no question but 
that the independent wholesaler must adopt 
these principles so it will be to him that the 
story will be directed in these chart talks. 


N reviewing the reasons for our activity 
on the subject—an activity which cannot 
be conceived as being among the ordinary 
functions of a publisher—it has been appar- 
ent for some time that action had to be taken 
on the independent wholesaler’s problems, 
and as there was no organized agency such 
as an independent wholesalers’ association to 
take the lead, THe JoBBer’s SALESMAN 
stepped into the picture and after a year of 
study offered a solution in the form of the 
present plan. 


The latest step, that of presenting it per- 
sonally to wholesalers, should have the sup- 
port of the entire industry—such support 
being expressed by full attendance on the 
part of wholesalers, manufacturers and their 
representatives located in the trading areas 
in which Mr. Rowland will speak. 
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Still another reason for handling 
Anaconda Wiring Products... 


CAREFUL 
INSPECTION 


throughout manufacture 


Anaconda is one of the few manufacturers 
who make complete tests for quality... one 
of the very few who subject every foot of 


Rubber-Covered Wire to the “spark” test. 


ANACONDA WIRING PRODUCTS 
Rubber-Covered Wire 
ABC Armored Cable Flexible Steel Conduit 
Duraduct Loom 
Durax Sheathed Cable _ Flexible Cords 
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Jhe Jobbers Salesman 


The magazine of the wholesale electrical distributor and his salesmen 





That [Two Cents Difference 


ISN'T EVERYTHING 
m SELLING fhe 
CONTRACTOR 


“Loyalty is solving the problem of the contractor’s 


supply business in New York,” says Mr. Lichtenstein. 
“Intensive selling of non-competitive lines and service 


By A. G. LICHTENSTEIN 


above that 2c difference is part of the program” 


N specializing on contractors’ sup- 
| plies we are getting away from that 

two cents difference which is so 
highly prized by contractors and not a 
few jobbers as well. 

The assertion is frequently made 
around New York that all of the big 
contractors buy direct from the manu- 
facturers and the small contractors make 
their purchases from the little jobbing 
houses that specialize in counter busi- 
ness and cut rate prices. Yet strangely 
enough it is a fact that practically every 
electrical supply house in New York 
dees do business with the contractor. 

But while this commonly heard as- 
sertion is being spread through the New 
York area there are still firms who are 
ontinuing with the old-fashioned policy of charging 
. fair price for electrical supplies to the contractors. 
These firms render service that earns the loyalty of 
‘ontractors who are wise enough to recognize that the 
wo cents difference (which they might hope to gain 
hrough shopping) does not represent a real saving 
ver the course of time. 

While we readily admit that there is entirely too 
nuch bargain hunting by contractors, this situation is 


New 


\pril, 1981 





A. G. LICHTENSTEIN 
President, Garfield & 
Elliott Supply Co., 


not entirely confined to them. There 
are jobbers who give absolutely no 
loyalty to the manufacturers they repre- 
sent, and they are willing to shift from 
one to another like a schoolgirl getting 
her first taste of life. 

Recently we reduced the number of 
lines carried for the contractor trade 
and have been profiting to a greater 
extent because we have been giving de- 
served cooperation to fewer manufac- 
turers. Formerly we carried four lines 
of wiring devices. Now we handle two. 
Sales on the lines we do handle are 
increased and we have the respect and 
cooperation of the manufacturers. 

In one line, for example, we get all 
sales inquiries that originate in this 
territory even though many other New York jobbers 
handle the line. This is because we handle no other 
competitive products. Because we have no other lines 
to offer the customer, the manufacturer is glad to give 
us full cooperation including special missionary work. 
This is only fair to the jobber and good business on 
the part of the manufacturer as he is sure that no 
attempt will be made to substitute goods sold as a 
result of manufacturers’ in«uiries. 


York 


It is our policy to stick to those manufacturers whom 
we have chosen after careful consideration, and we 
are not greatly impressed merely because some other line 
is offered us at less money. There is a reason for 
everything and investigation will usually uncover some 
facts that will counterbalance the situation. In such 
cases we put the matter fairly up to our own manu- 
facturers as to why some other concern is able to do 
business for less and hear two sides of the story before 
making any definite decisions in the matter. A thor- 
ough investigation will, nine times out of ten, reveal 
the fact that there is some clear cut reason why the 
present source of supply 
is charging more. If not 
they would probably be 
willing to consider a re- 
vised schedule of prices in 
preference to losing a val- 
uable customer. 

We are not, for ex- 
ample, interested in push- 
ing the goods of manu- 
facturers who sell direct 
to the larger customers, 
regardless of the prices 
quoted to us. A _ penny- 
wise jobber who pushes 
such a line is simply 
hastening the day when he 
will be forced out of the 
picture by the firm in 
whose interests he has been 
working. We believe there 
are no exceptions. A man- 
ufacturer who will sell the 
largest contractor will sell 
the smallest one as well. 

We are not interested in 

accepting the crumbs of 

electrical business that fall 

from the tables of manu- 

facturers. 
Every 


jobber has 
small 
with a large combined vol- 
ume whose business would 
not be profitable for any 


nu- 


merous accounts 


manufacturer to handle, 
some of them with doubt- 
ful credit from whom we could collect because of 
ciose contact but who would present a difficult credit 
problem for a large manufacturer. There are also 
customers who are strictly our customers and will buy 
lines simply because we handle and recommend them. 
For example, I could mention one contractor who 
through no fault of his own was wiped out of busi- 
ness. No manufacturer would give him credit, but 
knowing him personally as we do we extended credit. 
He got on his feet again and is now an excellent cus- 
tomer. This man will continue to do business with 
us as long as we carry quality merchandise, regardless 
of the particular brand offered. Every jobber has 
customers of this type. 

Again there is the salesman who has sold himself 
to the customer. He thinks with him and for him, 
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The contractor receives commission on all fixtures 

sold his customers and at times our outside sales- 

men are able to secure an installation job for our 
contractor customers as well. 


saves money here and there, helps to plan the job, and 
all in all is indispensable. No manufacturer selling 
only one line could afford to spend this time, and the 
contractor in this case is not interested in the two cents 
difference that may be saved through bargain buying. 

In selling fixtures we deal through contractors and 
often actually get jobs for them through the work of 
our missionary men who contact the owners. Here 
again the same policy with which we deal with manu- 
facturers is expected of the contractors. The con- 
tractor who is a customer, not an occasional purchaser, 
is the one who gets any possible advantages we can 
offer him. We extend 
credit as far as it is con- 
sistent with good business 
practice and in an effort to 
aid him in handling as big 
a job as possible. Our men 
advise him in his buying 
as though they were in his 
employ rather than ours. 
If he is dealing exclusively 
with us and has made a 
sizeable purchase just be- 
fore a price drop we will 
do everything possible to 
effect a refund for him. 
Here our policy of dealing 
with fewer manufacturers 
helps us as a manufacturer 
will always give greater 
consideration to requests 
from a jobber who is ac- 
tively pushing his line. 

In further co-operation 
with the contractor we 
teach him that quality ma- 
terials are the foundation 
of a permanent repeat busi- 
ness. This is of vital im- 
portance as the future of 
our own business rests 
with the prosperity of the 
contractor. 

We have a counter serv- 
ice for the contractor who 
wants to pick up small 
goods, and this is purely a 
matter of accommodation 
for him. Counter orders are usually small, but are 
sold at the same profit margin as the larger orders 
which our salesmen bring in. However, the counter 
business is a vital factor in securing the good will of 
the trade. The real advantage of counter trade lies 
in the fact that the jobber becomes personally acquainted 
with his customers as well as the salesman. 

The importance of a beautiful and complete light- 
ing catalog for the contractor cannot be overempha- 
sized. Most contractors do not carry a display of their 
own and naturally in talking with customers on fixtures 
they show their most complete listings first. 

In the sale of merchandise contractor-dealers are 
protected provided the order eminates from their terri- 
tory, and provided the line is one they do or could 
handle. (Turn to Page 48) 
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The chief engineer has 
the same idea as the 
owners — safety, comfort, 
efficiency. Salesmen con- 
tact him regularly. 


E have sold hospitals 

ever since entering the 

wholesale electrical busi- 
ness, and consider them very de- 
sirable accounts. In addition to 
being prompt pay and having 
fine credit standing, the hospitals 
never turn a deaf ear to quality 
because of price considerations. Their watchword is: 
“Safety, efficiency and comfort”; therefore, they are 
anxious to buy lasting, trouble-proof materials and 
devices. 

As to the buyers, the chief engineer, because of his 
practical knowledge and experience, is usually called 
upon to pass on electrical purchases, always when the 
matter involves technicalities. The superintendent, being 
responsible to the owners, is, of course, at the head of 
tne institution. Also, various department heads have the 
right to suggest and request items according to their 
particular needs, but in most cases the engineer is the 
inan to be contracted regular. 

There are five city men in our organization with 
whom calling on hospitals is a sort of specialty. Each 
of these, including yours truly, has his own accounts 
and has developed them to the point where a complete 
understanding enables the salesman to anticipate and 
meet those peculiar problems which are constantly bob- 
bing up in the hospital. 

With the outside men doing their part, we found that 





R. P. Kearns 
City Salesman 


Richard Young 
Inside Salesman 


Jack Byrne 
City Salesman 


Hospitals 


Safety, efficiency and comfort are 
the watchwords of any hospital. 
And that is what we sell them 


By VAN N. MARKER 


President, Revere Electric Co. 
Chicago 





E. Curran 
City Salesman 








Annunciators and their 
accessories are much in 
demand by hospitals. 
They represent a good 
volume of business. 





the best backing we could give 
them was to encourage the buy- 
ers to call our office by phone 
when they want quick action. 
This meant these calls must be 
answered by inside men who 
could settle the problem right at 
the moment and ship the right 
goods. This is taken care of by R. A. Tellisch, city sales 
manager, Dick Young and Lorenz _  Silberschlag. 
Through phone contacts these three are well posted on 
the set-up of different hospitals and acquainted with 
the buyers to a gratifying degree. 

Here’s the way the above works out. A _ hospital 
buyer confronted with a problem and called our office 
at a time when the regular salesman couldn’t possibly 
be reached. A certain kind of desk lamp was wanted 
and it was by no means easy for the inside man, Dick 
Young, to settle on the type. But he wasn’t going to let 
the order get away or keep the customer waiting. So 
he drew a picture on his pad as the buyer went on with 
his description and finally suggested that he send out 
immediately a certain number which he felt would fill 
the bill. In any event this procedure would reduce the 
delay from days to hours and it happened he had picked 
the right thing. 

Another instance which shows the value of familiarity 
with equipment happened to another of our inside men. 
A big hospital buyer in the store (Turn to Page 58) 





R.A. Tellisch 


L. F. Silber 


R. J. Abbott 
Inside Salesman City Sales Manager 
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T. ROWLAND, who joined the 

5 staff of THE JOBBER’s SALESMAN 

® as marketing counsellor, has been 

assigned the task of delivering the chart 
talks. 

He is a graduate of the Sheffield Scien- 
tific School of Yale University and holds 
a degree of mechanical engineer. After 
leaving college he became a student engi- 
neer with the General Electric Co., and 
from there went to New Haven, Conn., as 
sales manager of the United Illuminating 
Co. In 1917, he was appointed new busi- 
ness manager of the Continental Gas & 
Electric Co., Omaha, Neb. During the 
war he was master engineer, senior grade, 


37th Engineers, and in that capacity ap- 
praised war damages for the Peace Com- 
mission in Belgium. 


After the war, Mr. Rowland became an 
appliance specialist for the New England 
Electric Co., Waterbury, and later joined 
the Southern New England Electric Co., 
Hartford, Conn., as sales manager. In 
1929 he moved to Chicago, becoming asso- 
ciated with Sears, Roebuck & Co., as mer- 
chandise comptroller in the radio depart- 
ment. 
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E. T. Rowland Marketing 
Counsellor of THE JOBBER’S 
SALESMAN to bring you facts 


about your markets and how to 


approach them 


HERE is only one answer to the prob- 

lem of the wholesaler. You can keep on 

arguing about the future of the inde- 
pendent—the menace of unfortunate types of 
competition and all the rest of it. And all 
you get is more and more words—but no 
answer. 

The answer lies in the market—and in the 
facts that reveal the obstacles, the opportuni- 
ties, the trends. And the facts are there. 

There is only one way to get this answer 
and that is by a thorough and methodical 
analysis of the market and the development 
of a plan for selling that is in tune with these 
facts. 

All this is easy to say. But so far no sim- 
ple, practical procedure has been set which a 
wholesaler—any wholesaler—can adopt for 
his own particular market—and use when it 
is adopted. He would like to know who he 
should sell to with the most profit for his vol- 
ume—where these customers are and how to 
sell them. And the independent manufac- 
turer, who has no national group of wholesale 
houses under his control—he wants to know 
about it, too. How can he find out? 

THE JOBBER’s SALESMAN in February an- 
nounced “A Plan for Market Determination 
and Market Development” that we believe 
offers a solution to the problem. It is the re- 
sult of months of study. ‘It presents in a 
series of charts, a method for surveying and 
evaluating the local market. It shows the 
possibilities of the resale market, the con- 
tractor market, the industrial market, the 
commercial market. It goes to the bottom of 
this old, old problem and shows how the 
answer can be found. It develops this method 
by case studies. 

Many requests have come asking that this 
story be told in the various jobbing cen- 
ters about the country. Men want more de- 
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tails. They want the charts explained. They 
want to hear just how the method can be ap- 
plied in their own territories. They want to 
ask questions—to talk it over. 
Inresponsetothecall, THe JopBer’s SALEs- 
MAN has arranged for a national-wide tour 
to present this Wholesaler’s Market Plan. 
At the invitation of the local wholesalers, 
E. T. Rowland, marketing counsellor on the 
staff of THE JoBBER’s 
SALESMAN will tell 


OUR wo be Made on 
‘CHE PLAN 





will be notified of 
the dates and in- 
vited to attend. 
It is earnestly 
urged that every wholesaler appreciate the 
significance of the invitation. ‘THE JoBBER’s 
SALESMAN is stepping out of its normal role, 
and at no small expense, to bring this serious 
message to the wholesalers. The gravity of 
the situation war- 
rants, however, such 
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the story in various 
cities to the jobbers 
of such sections. He 
will, by his charts 
based on our ex- 
haustive studies, ex- 
plain to the whole- 
saler the entire plan, 
its application to lo- 
cal conditions, its so- 
lution of competitive 


the following cities: 


PLACE 





ITINERARY 


KY 


R. ROWLAND’S tentative itinerary for 
the next two months will take him to 


Excelsior Springs, Mo 
(Missouri River Club) 


eo April 14 and 15 


actionandthe 
wholesaler who over- 
looks the opportun- 
ity of hearing the 
plan presented will 
be jeopardizing his 
future success. 
Manufacturers and 
manufacturers’ rep- 
resentatives should 
also be on hand to 


TIME 








problems and the re- eas ah cas il April 23 get the details of the 
sults which can be See April 28 plan. Invitations will 
obtained by its adop- SD trinsic teiaibiticbgiiag sie scnssadentiteadl April 30 be sent them and 
tion. Pittsburgh... May 1 they will be kept ad- 
Mr. Rowland, as en ec aa ete May 5 vised as to the dates 
. : ‘ ccna vitiaca ie relia alld aoa laali call May 7 ae : oe 
is evidenced by his ea agence aaeaaeaamatiiia May 8 and cities in which 
business history | iw tk... May 12 these meetings will 
given at the left, is ET May 14 be held. 
well qualified to pre- SII can nenesenpnincinpenenngmntenteniiiid May 15 While Mr. Row- 
sent it to the in- land’s tentative itin- 
dustry. His years of erary is given on 


experience in key po- 
sitions in all branches of the electrical in- 
dustry, have not only placed him in a position 
to realize and appreciate the problems of the 
wholesaler, but also to carry with proper 
emphasis the story of the plan to the whole- 
saler, to show him his opportunities, and to 
convince him of his ability to face the com- 
petitive years which lie ahead with confidence 
in himself and in his industry, provided he 
applies the plan to his own business. 

So far as the talks themselves are con- 
cerned, wholesalers. in and adjacent to the 
key cities in which Mr. Rowland will speak, 


APRIL, 1931 


this page, it is sub- 
ject to change, definite dates will, therefore, 
be announced later to all wholesalers as he 
approaches individual trading centers. 

The staff of THe JoBBER’s SALESMAN has 
worked steadily for months working out the 
plan and its necessary details. It has given 
of its energy gladly, because of its realization 
of the serious nature of the situation. It 
urges your endorsement and adoption of the 
plan, and it urges again, your attendance at 
hese meeting's as 
in“ are essential —_ MIMMIMNNNNIINNINIINIiiiitil 
to your progress. _ ®t aon 
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By F. B. STERN 


Vice-President, Interstate Electric Co. 
New Orleans 


We Build 
VOLUME 


By 


Market 
Analysis 


The Interstate Electric Company has met with con- 
siderable success in intensively selling the resale mar- 


ket and in recognizing the need for market analysis 





he has sold leave the retail- 





NDER the changed 
conditions of today, 
the independent whole- 


saler is called upon to face 
and keep step with a general 
speeding up of sales activities 
brought on by new and form- 
idable competition. The two 
great factors in the task, se- 
lection of markets and the 
development of those markets, 
are well known, but their ac- 
complishment calls for a much 
deeper study and more inten- 
sive effort than was required 
in the past. 


itself.” 


Mr. Stern Says: — 


“The success of the independent 
wholesaler today depends on his abil- 
ity to analyze his markets thoroughly 
and then serve them according to 
local conditions, not copy-book rules. 
We know that service is the watch- 
word—nothing new about that—but 
the kind of service rendered and the 
extent to which it can be carried, 
must be decided by each house for 


er’s shelves and pass on to be 
used, and, in time, be con- 
sumed or discarded for later 
and better material. 

The first step in our scheme 
was analysis of the resale out- 
lets. We wanted to know why 
John Jones couldn’t handle 
this, why the Smith Electric 
Co. still had that on the shelf, 
why a certain large buyer 
bought in the east and so 
forth. With the facts assem- 
bled we found first that the 
country sections and the smal- 











Our company sells the four 





ler cities presented a different 





major divisions of the trade 
which are open to the electri- 
cal wholesaler, namely, the resale, industrial, contractor 
and commercial outlets. In this territory at least, it is 
safe to say that the resale portion forms a generous 
percentage of the volume of any independent jobber, 
because it includes every merchant, large or small, who 
sells electrical merchandise to the consumer. 

The wholesaler’s great problem in building up his 
resale volume successfully and economically, is that he 
must not only sell the dealer but must see the goods 
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set of conditions from those 
in the city of New Orleans. 
In the rural districts, specialization is scarce, and it 
is there that more cooperation and sales help are 
vitally necessary. The city salesmen see their trade 
often, while the travelers must concentrate on helping 
and fortifying their accounts so as to insure no let- 
down between visits. For this reason we have tried 
to build up accounts by selecting the best outlet for 
each division in a community and then pitching in to 
give them all the help possible. 
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We have been able to increase our resale volume by 
studying the market (especially the medium and small 
accounts), on the basis of what they could and should 
be selling, instead of just what we could sell them. 
They quickly see opportunities in goods they have over- 
looked or which they have doubted their ability to 
market. 





Artist working on counter cards. Note large display 
cards in the background. 


One great drawback is the dealer’s fear of price 
competition, for which fear he has had good reasons. 
Instead of ridiculing this feeling, we eliminate it by 
helping him cultivate his trade on the basis of service, 
quality, reputation and location—to seek permanent 
customers instead of one-time orders, and to so conduct 
his business that the prospects will know that they 
can buy from him to advantage. 

Nothing bucks up a dealer like being in a position 
to meet and laugh at price competition when neces- 
sary. Therefore, we carry the kind of stock which 
will present him to his neighborhood as a wise buyer 
who has bargains the same as the big folks. 

In the case of large resale buyers, we have been 
able to sell power companies, department stores, and so 
forth, by showing them they can buy in New Orleans at 
just as good a price as though they did their shopping 
far away in a big center. This is often a surprise to 
them, and many such accounts are neglected because 
it is taken for granted that they cannot be sold by 
a local house. 





Every salesman is a partner and advisor to the dealer 
especially during drives on campaigns on seasonable 
merchandise. 
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With a clear picture of the character and possibili- 
ties of our trade, we decided that the most valuable 
asset in building business is actual sales helps and adver- 
tising pieces covering our lines. These activities, carried 
as far as time and strength permit, have resulted in more 
business, plus a cementing of relations and a tie-in 
of interests which makes a partner of the merchant. 

To make this feature more than a hit-or-miss propo- 
sition, we installed, about a year ago, our own art 
department, which works hand-in-hand with the print- 
ing department, which includes complete mailing list 
facilities. The best feature of this art department is 
that it takes the furnishing of dealer helps out of the 
stereotyped, ding-dong circularizing class and makes 
it a special service. 

We use factory literature and displays, wasting noth- 
ing that we accept, but make the whole scheme of 
dealer help more effective by injecting individuality. 
The trade is furnished, some at cost, some gratis, with 
a steady supply of specially prepared cards and adver- 
tising pieces, and the fact that new things are arriving 





Printing and addressing facilities are available in the 
company’s own warehouse. 


all the time keeps the dealer’s interest up to par. He 
appreciates the fact that this material is made-to-order, 
therefore is eager to use it. 

By a system of transfer, our artist can take one fac- 
tory card and make any number of duplicates in the 
original colors, using all or part of the design. When 
a campaign is announced, the display pieces are pro- 
duced, bright and fresh, we do not have to keep a 
bundle of material waiting indefinitely. 

So much for what is furnished. Its use must be 
checked and results noted. Here the salesman is the 
key man. He is responsible for seeing that the resale 
merchant gets the most out of our helps. He must 
work with him constantly on merchandising problems 
and be careful that he is not overstocked. Our men 
are especially encouraged to seek and build up small 
accounts, since this is a way to future business. 

To help the salesman carry out this program of 
personal service, to relieve and assist them in bringing 
in orders, we issue, at intervals, a condensed catalog, 
the “Interstate Money Saver’, and I know of no bet- 
ter way of helping the field men and keeping our 
wares before the trade. 
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‘To What Extent 


The degree of specializa- 

tion is to a great extent 

dependent upon the 
wholesaler’s location 


hould a 


Wholesaler Spectalizer 


LTHOUGH specialization has long been common 

A in the professions it is a relatively new devel- 

opment in our field. But just as it has increased 

profit for the physician and lawyer so is it making 

money for those electrical wholesalers who have grasped 
the advantages of specialized selling. 

Why specialize? The electrical jobber is no longer 
in a seller’s market. There are no longer millions of 
homes to be wired and thousands of industrial plants 
to be lighted and motorized. That job has been done. 
The demand for electrical goods for new construction 
and for maintenance is no longer sufficient to support 
all existing wholesalers and manufacturers. They must 
yo out and create new business or some of them will 
inevitably pass out of the picture. Such is the serious- 
ness of the situation. 

How can the wholesaler create this necessary new 
business? By first determining and then developing 
his own local market by the hardest kind of intensive, 
selective and creative selling. These are the two funda- 
mentals on which “THE JoBBER’s SALESMAN’s New 
Plan for Market Determination and Market Develop- 
ment’’ is based. 

This modern type of selling requires specialization. 
Today the salesman has to prove to his prospect that 
he can actually save money by modernizing his wiring 
and equipment or that ventilation, for instance, will 
bring him business or increase the efficiency of his 
employes, all of which requires specialized knowledge 
on the part of the salesman of the wholesaler. 

Can the old-time jobber’s salesman with a price book 
eight inches deep, calling on all types of customers, 
become a specialist on all his lines? Of course not. 
Hence the modern specialist salesman who has in- 
timate knowledge of the retail business or the contrac- 
tor business, or the industrial field and who knows the 
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applications of his major commodity lines in his chosen 
markets. 

How can the wholesaler specialize? Either by mar- 
ket, by commodities, or by individual customers or 
some combination of these three methods. 

To what extent should he specialize? This depends 
entirely upon the local conditions surrounding each in- 
dividual wholesaler. If he is located in a big city he 
can carry specialization much further than if he is 
located in a small city or travels a territory comprising 
only small towns. 

In very large cities such New York and Chicago, 
we find jobbers who confine their business exclusively 
to a single market. Some sell only retail dealers, others 
do business only with industrial plants and still others 
specialize on electrical contractor accounts. 

This one-market wholesaler represents the extreme 
in specialization. Next we find the jobber who devotes 
his real selling effort to only one or two markets, but 
at the same time picks up what business he can from 
other fields. This is the most common method in 
medium sized territories. 

And then we have in the larger cities the depart- 
mentalized jobber who covers all markets and has a 
separate sales organization for each one. For instance, 
a jobber in a large eastern city has a supply sales 
manager and an appliance sales manager. There are four 
supply salesmen. Two call on large industrials, one 
on large contractors and one on small accounts, both 
industrial and contractor. All four salesmen push eight 
major commodity lines and their compensation is based 
on their doing a well-rounded job on all these lines. 
Under the appliance sales manager are specialists on 
the major lines such as ranges and refrigerators as 
well as salesmen contacting all worthwhile retail dealers 
on the entire appliance line. (Turn to Page 50) 
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Its SERVICE 


By A. F. HEARL 


President, American Electrical 
Supply Co., Chicago 


hat BUILDS 


Industrial Business 


“We have intensively developed the market which, 
in our opinion, offered the best award for added sales 
effort and expense plus special service” 


HIS house has always 

sold industrial plants and 

considered them desirable 
business. However, it is only 
during the past five years that 
we have concentrated intensively 
on this class of customers to the 
extent of being industrial spe- 
cialists. Naturally, we sell other 
classes thoroughly and conscien- 
tiously, but the factories pre- 
dominate. 

In other days our men trav- 
eled far and wide; the territory 
at one time included five whole 
states. With the opening of 
branches here and there, plus 
the springing up of new houses 
in hitherto uncovered jobbing 
centers, this territory auto- 
matically diminished. Because of 
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Some industries purchase material 
for their products. Fixture factories 
use wire, cord, tape and sockets. 


the expense it was no longer 
good business to reach out to 
the limits of our logical area. 
We now operate in a 50 mile 
circle. 

As the boundaries of our ter- 
ritory drew in closer and closer 
to the rim of the great metro- 
politan district of Chicago, the 
maintaining and increase of vol- 
ume and profit demanded the 
intensive development of that 
market offering the best reward 
for added sales effort and ex- 
pense plus special service. The 
answer was the industrials and, 
after years of sustained effort 
and study, there is not a single 
regret. 

We, too, sell a good number 
of electrical contractors, office 
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Proper transportation service plays an important part in holding industrial business. 


buildings, amusement houses and others who have been 
on our books for years, and who require and receive 
American Electrical Supply Service. 

Before taking up the actual approach and sale of 
goods, it is necessary to speak of the foundation. Our 
theme or slogan is: “The House, the Man and the 
Service.” Now, we cheerfully subscribe to the modern 
belief that a house cannot enjoy success on age and 
reputation alone—that the customer (and this goes 


double for industrials) is vitally interested in actual 

results our man gives and only concerned with the 

prestige of the jobber as it improves service to him. 
As to the men, we insist that the serving of industrials 


demands a crew, both inside and out, who have the 
imagination and courage to settle things promptly and 
to go the second mile any time it is necessary. 

Service is simply 
the result of personal 
attention to the trade 
by the men, and one 
of the strongest fac- 
tors, in our case, is 
the co-operation be- 
tween all concerned; 
the desire of the in- 
side boys to back up 
the outside gang, and 
‘‘close harmony”’ 
among the fellows on 
the street and road. 
If we have a boost at 
all, it is that we have 
10 salesmen who co- 
operate with each 
other and that says 
volumes. 

Service is an im- 
portant part of sell- 
ing, therefore its ren- 
dition is extended to 
every person in the 
house who can lend a 
helping hand. Of 
the salesmen 
and inside men bear 


course 
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Electrical service is the heart of a plant and must be kept in 
perfect shape. W. R. Smith of American is showing an improved 
type of fuse to a plant executive. 


the brunt of this. Our trucks work on a schedule which 
is known to the customers, but if orders arrive at odd 
times they will be delivered by a special truck, by a 
salesman or anyone who is going in that direction. 

I said service was an important part of selling and 
here’s a instance to prove it. Recently on a Saturday 
afternoon one of our salesman received a call at his 
home, 10 miles from the office, from a customer who 
wanted 1,500 receptacle type flashers in a hurry. The 
salesman drove the 10 miles picked up and delivered the 
flashers inside of two hours. As a direct result of this 
service the order was duplicated a few days later. 

In another instance I was called on the phone at one 
A. M. on a Sunday morning. A three H.P. motor in an 
ice cream plant had broken down and must be replaced. 
The customer was frantic at the prospect of a ruined 
ice-cream crop at 
such a time. Fortun- 
ately we have a 24 
hour motor service 
connection and _ this 
motor was replaced 
in plenty of time. 

With service estab- 
lished, the men can 
go out and sell the 
factories confidently. 
And the next thing in 
our selling to indus- 
trial accounts is the 
way the men, and the 
executives, keep 
track of their cus- 
tomers. Each sales- 
man keeps his own 
record, in his own 
way, according to the 
needs and_ peculiar- 
ities of his list. One 
man has a book, an- 
other a set of cards; 
still another saves his 
copies of orders 
credited to him, over 

(Turn to Page 50) 
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Two styles of order forms. Note on the lower one, 
the listing of manufacturers represented. 


HAT does it cost you to 
put an average order 
through your warehouse? 


This is a question which we put to 
some half dozen wholesalers in 
different cities and none of them could tell us. There 
were two, however, who had sufficient cost data at hand 
so we could sit down and work out a pretty close esti- 
mate. 

We found it cost one of these jobbers approximately 
25c to handle an order delivered over the counter and 
50c when the merchandise was delivered by truck. 

In the other case the cost was about 48c for counter 
delivery, 69c for truck delivery and 56c for orders 
packed and shipped by freight or express. 

This difference in costs when multiplied by the num- 
ber of orders handled dur- 
ing a year would mean a 


Economic order routine affects 
the operating costs to a con- 
siderable degree 


The 


ROUTINE 


0) 


Handling 


rders 


packing slip. This, of course, had 
to be written up separately. 

The other extreme was a jobber 
who had three separate forms, A, 
B and C for stock shipments, back 
orders and direct shipments, respectively. From three 
to five copies of each form were used and all orders 
were written up on the typewriter. 

Of the houses studied, none had what appeared to 
us to be the ideal routine for handling their orders, but 
several had worked out some very desirable features. 
So, perhaps, we can best answer the question “How 
can orders be handled most economically?” by outlin- 
ing a system embodying the best practices of each house 
studied. 

First of all, however, we must decide whether or 
not each order should be 
costed. Yes, by all means 








tidy sum for any whole- 
saler. And all wholesalers 
are searching today for 
ways and means of cutting 


cost each order. It may in- 
crease expense, but in the 
long run it makes for econ- 
omy. We know of jobbers 


AERTEEEE | 











— who abandoned costing only 
to find out they never knew 





where they stood with the 





corners on operating ex- 

pense. ae 
The above comparison ———| am 

would indicate that order = po 





= result that, wiser from ex- 

















routine was one of the ex- 


perience, they have again 
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; le 
pense items where corners em ae 





could be cut by many job- 


started the costing of each 
ticket. Furthermore, there 








bers. So we investigated 


is a growing tendency in 











the methods used by a 


the industry to compensate 








number of houses and 


salesmen on a gross profit 





basis and this makes cost- 





found a wide variation in 





their practices. 





ing compulsory. Therefore, 








One jobber wrote out 


our system will provide for 








only a single copy of each 
order and stapled his cus- 2 Sele Pareee 
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costing. 
When a customer’s order 

















tomer’s order to it. He 
used a smaller form which 
was not itemized for a 


APRIL, 1981 


Order forms should have provision for costing. 
These forms are used successfully by two 
wholesalers in the east. 


is received, either by phone 
or mail, it is written up in 
(Turn to Page 60) 
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SALES 
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VOLUME 


$1.00 Per Capita 








Case Study No. 4 








By E. T. ROWLAND 


Marketing Counsellor 
THE JoBBER’s SALESMAN 


distant in charge of the fifth and 








, \HE wholesaler chosen for 
this month’s case study did 
an outstanding job of sell- 

ing in 1930. He is located in an 

industrial territory in the east, 
in a medium sized city which is 
dominated by a single industry. 

And this industry was especially 

hard hit last year. In spite of 

this the sales of this jobber in 


Volume of Sales 


Size of Territory 


Industrial 








Population of Territory 


Character of Business 


40% Contractor.... . .30% 
Retail Dealers.20% Central Stations.10% 


last member of the sales force. 
This house was opened too late 
to have an appreciable effect on 
the company’s sales for 1930. 
The morale of this organiza- 
tion is excellent. Sales meetings 
are held every two weeks and al- 
ways start with a get-together 
dinner. A manufacturer’s repre- 














1930 were only 18% below his 
1929 volume. 

This remarkable record is due 
entirely to hard work and well 
directed selling efforts. Here is a modern wholesaler 
who has already put into practice the two fundamental 
principles emphasized in “THE JoBBER’s SALEMAN’S 
New Plan for Market Development.” His record for 
1930 proves that market determination and _ intensive 
selling can be practiced by the electrical wholesaler. 

There is no single activity or accomplishment to 
which we can point as being responsible for this show- 
ing. It is a case of well-rounded sales effort. Appli- 
ances, radio, wiring supplies, incandescent lamps and 
motors were pushed with equal aggressiveness. 

The sales organization is small but each man has been 
carefully selected for his job. The industrial specialist 
combines practical experience with a technical training. 
The salesman calling on the retail trade was formerly a 
lighting specialist and has also made a study of mer- 
chandising. A third salesman has himself pulled wire 
and is capable of laying out and costing a wiring job. 
This is the home-office sales force, a group of specialists. 
An outlying territory is covered by an experienced 
salesman who lives in the center of his territory. A 
branch house was opened in another city some 30 miles 
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Type of Wholesaler Covered 
By Study 


sentative is scheduled for alter- 
nate meetings. The chief execu- 
tive makes it a point to person- 
ally contact each account at least 
once a year. This personal attention even to the smaller 
accounts builds a loyalty on the part of their customers 
which it would be difficult to measure in dollars. 

Each salesman handles about 50 accounts. By con- 
centrating on a limited number of worth-while trade 
outlets these men have found they can secure more busi- 
ness than if they tried to spread their calls over a larger 
number. Several sales contests are held during the year 
on such lines as appliances, incandescent lamps and 
radio. 

This wholesaler is very progressive in his methods 
of developing the better type of retail dealer. He holds 
one big dealer meeting each year. The meeting this year 
will be an all day affair with representatives of all his 
appliance manufacturers present. At this meeting a 
strong effort will be made to develop preferred dealers 
who will take on and feature all the resale lines which 
this house handles including washing machines, vacuum 
cleaners, ranges, clocks, heating appliances, lamps and 
residential lighting fixtures. 

Electrical contractors account for about 30% of the 
total sales. It has been the policy of this jobber to pick 
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out one good contractor in each locality and “play ball” 
with him 100%. The result is that there are now about 
50 contractors who give this house practically all their 
business. Taking the country as a whole the average 
contractor divides his 





counter with a wide glass partition giving him a clear 
view of the store. The perpetual inventory cards are 
also kept in this office. And incidentally, the last phys- 
ical inventory checked with the perpetual inventory 


within $300 and on a 


















































purchases among three $90,000 stock, too. Turn- 
to four wholesalers and COMMODITIES rok Ste Approximate over for 1930 was 4.2 
many jobbers believe it Rate (%) times. 

is impossible to secure : Up-to-date equipment 
a 100% contractor ac- Appliances 15 20 is used in the office in- 
count. The record of the Lamps and Lighting Equip. 15 25 cluding both a_ billing 
house under discussion, Motors and Controls 5 10 and a bookkeeping ma- 
however, definitely Radio 10 95 chine which has elimin- 
proves that it not onl ; ated one girl from the 
i be done but that it Telephone and Seas : 10 office force formerly re- 
is being done. Ventilating Equipment 15 quired. 

The industrial special- Wiring Materials 49 18 The one ton Dodge 
ist makes it a point to Total 100 delivery truck averages 
look over a plant to see A 20 1040 miles a month. 
where modernization of oe Regular city deliveries 
equipment will reduce ‘@ are made once a day. 
production costs. In one A breskdown of commodities Operating cost, includ- 
case he recommended ing depreciation is 7.8 


and sold several special motors for power factor cor- 
rection which resulted in a tremendous saving in power 
costs in a large plant. 

This wholesaler is very careful not to let his in- 
dustrial activities antagonize his contractor accounts. 
He says, “Before soliciting industrial plants in any 
locality we first consult our good contractor accounts. 
They tell us what plants, 
if any, they are serving. 
We call on these plants 
and put any business we 
may secure through the 
contractor unless we 
find the plant is buying 
from one of our job- 


WAREHOUSE 


ber competitors in which and 
case we naturally take DELIVERY 
the business direct. The EXPENSES 


balance of the industrial 
accounts are solicited 


25.1% 









cents per mile. Free delivery is made to a small city 
20 miles distant one day each week. 

When this company started in business a small build- 
ing with a freight elevator was purchased together with 
a tenement building facing on the next street and the 
two buildings were joined. As-a result the warehouse 
layout is far from ideal but an excellent job has been 
done in getting the best 
possible arrangement. 
The elevator is large 
enough to take a loaded 
truck so for radio and 
other items carried on 
the second floor, the 
truck is taken up and 
unloaded on that floor. 

Conduit, wire and 
cable and also shelf 
goods for counter trade 
are kept on the ground 


ADMINISTRATIVE 
EXPENSES 


52.5% 





direct if their volume of 
business warrants our 
calling on them.” 

The arrangement of 
the display room and 
counter is the best we 
have seen in a_ house 
of this size. The dis- 
play room is L shaped, 
one part forms the show 
window and the other 
leads to the counter. It 
is small and compact. 
Every bit of space is 
utilized and yet there is no appearance of congestion. 
And everything is as neat and clean as in an exclusive 
retail shop. 

Surplus and slow moving stock is moved by a bargain 
table next to the counter. The office of the man who 
is in charge of the warehouse is directly behind the 
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SELLING 
EXPENSES 


221% 





sas LOSSES 
HARGE 
7.1% 


How operating expenses are divided 


floor. Less -than-coil 
lengths of wire are 
measured, tagged and 
placed on a “Christmas 
Tree” rack. This gives 
a very compact and con- 
venient method for han- 
dling these odd lengths. 

This wholesaler has 
made an unusually thor- 
ough study of his busi- 
ness and was able to 
give us some interesting 
information. 

An average order for less than $23.00 is handled at 
a loss; 10% of his sales are direct shipments from 
factory and 90% from his warehouse stock, and 6% 
of total sales are for cash. 

Employees participate in a group insurance policy 
and the company carries substan- (Turn to Page 62) 
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INTEREST 
and 


IS.4% 





MEN YOU SHOULD KNOW 


Claude G. Matthews 


Manager, Graybar Electric Co., 
Milwaukee, Wis. 


HERE is no set rule in 
the development of business 


careers, nor is there any royal 
road to success by the use of one cer- 
tain plan for everyone. Some men 
settle down early with one firm and 
remain there through life. Others 
choose to travel about pioneering, 
studying and experimenting until 
finally they come upon the right spot 
and there they stay. There are prob- 
ably just as many successful men in 
one class as in the other. 

Claude Matthews happens to be 
of those fellows who would 
tackle any legitimate job in sight and 
his experience has been both varied 
and colorful. However, he made all 
the changes in his early days with a 
single idea in mind, to learn some- 
thing from each connection which 
would be valuable when the big 
chance came. He gave to each and 
every job the best he had, regardless 
of the nature of the work or the 
probable duration of employment. 

Mr. Matthews was born October 
20, 1883, at Woolson, Ia. When 
he was four his family moved to 
Richland, Ia., and still another 
move was made when he was six. 
This was to Wayland, Ia., and it 
was here that he attended the grade 
school. Later on in 1900 while still 
living in Wayland, he took a “prep” 
course at Wesleyan University. 


one 


LTHOUGH he played as hard as 
any boy, he-began to take an in- 
terest in the business of making money 
at a very early age. When he was 13 
years of age he wrote to the Man- 
hattan Electrical Supply Co., Chi- 
cago, ordering from its catalog a 
supply of electric bells, batteries, 
push buttons, and door trips. He 
then went around selling and install- 
ing door bell outfits. He was espe- 
cially strong on fitting up the door 
of a store so that when a customer 
walked in the bell would ring and 
call the proprietor. He did this work 
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Working in Harmony 


correctly and_ thor- 
oughly, but did not be- 
lieve in wasting time 
unnecessarily. For in- 
stance, in the middle of 
one job he ran out of 
bell wire, and couldn’t 
see waiting until more 
could be secured from 
Chicago, so he _ hied 
himself to a hardware 
store and bought some 
bare copper wire. This 
he insulated over its 
whole length with fric- 
tion tape and finished up the job. 


NOTHER venture of his boyhood 
days was amateur photography, 
which he carried to a point where it 
became a source of much profit to 
him. Starting with a kodak he gradu- 
ated to an 8x10 view outfit. His 
ambition was spurred on by an offer 
from his parents to the effect that 
if he would earn enough to pay for 
the first semester at Wesleyan, they 
would make up the difference neces- 
sary for him to finish the year. He 
made good on this in a large way, 
picking as his prospects the sur- 
rounding farmers who took kindly to 
the idea and seldom refused to pose 
and buy pictures. He did all the 
finishing himself. 

In 1901, Matthews went to Iowa 
State College at Ames starting a 
course in electrical engineering. He 
never ceased to help himself finan- 
cially and take part of the burden off 
his folks by working outside of class 
hours. Many of the students ate at 
a restaurant in the Northwestern 
Station and he waited on the table in 
this place during the dinner hour for 
his board. He also did some work as 
electrician’s helper on a new electrical 
engineering building being erected by 
the college. He had in addition kept 
up his photograph activities to the 
extent of establishing credit with the 
old Rochester Optical Co., making 


Claude Matthews believes that people in 
any industry should work harmoniously 
one with another. He goes after business 


as aggressively as he knows how, and ex- 
pects his competitor to do the same, but 
he never hits below the belt. As a result, 
some of his keenest business competitors 
are his personal friends 


considerable money selling kodaks to 
Ames students. He even went so far 
as to sell a complete professional 
outfit. 

In 1903, having finished the soph- 
more year at Ames, he decided to 
leave school. The St. Louis Fair was 
in the making, and he felt that there 
would be great opportunities in that 
city. He found that although he was 
well received, people were not falling 
over themselves to hire a young fel- 
low with two years engineering train- 
ing. However, he was not stumped 
but secured a temporary job in a 
machine shop. The next incident will 
show that his nerve was improving 
steadily. He heard that the steamer 
“Belle of Calhoun” was having 
trouble with her searchlight. The boat 
did not ordinarily carry an electrician, 
but young Matthews sold himself into 
the job and a home on the boat with 
$40 a month salary. He had no sooner 
thrown his clothes in his locker than 
he started geiting the “breaks.” A 
sailor-man hit a negro roustabout 
over the head with a capstan bar and 


(Turn to Page 66) 
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SALES OPPORTUNITIES IN INDUSTRIAL PLANTS 


MOTORS INSTALLED 
Horsepower|Horsepower| Total 
Driven by | Driven by |Horsepower 
Purchased | Privately | All Motors 
Current | Generated | Installed 
Current 
28,407 
15,906 
66,456 
28,339 
21,938 
53,814 
87,373 
43,003 
138,221 
483,457 








| NUMBER 
OF 
ESTAB- 
LISH- 
MENTS 


VALUE 
OF 
PROD- 
UCTS 


NUMBER 
OF 
WAGE 
EARNERS 


Total 
Number 
of Motors 
Installed 


INDUSTRY 





246,242 
111,518 
109,532 
318,758 

78,236 
467,042 
272,426 


1,394,700,224 
637,428,049 
576,651,892 
1,359,189,715 
242,694,456 
1,678,520,106 
3,138,764,017 
184,794,988) 611,121 
1,180,578,615| 145,715 
10,393,322,062'2,360,590 


78,865 
23,311 
33,060 
53,196 
27,256 
23,969 
30,897 
28,968 
36,774 
334,296 


171,995 
93,574 
72,114 
$2,933 
26,972 
45,666 

124,062 

22,120 

50,897 

BF Be 


The Food Industries 


in the case of smaller plants, through electrical contractors. 
Third, are his salesmen or his contractor customers working 
on the other plants whose business is now going elsewhere? 

Definite items to sell each plant will be suggested by “The 
What and Where to Sell’’ section in this issue. The data 
given here on horsepower motors installed gives some idea of 
the maintenance requirements of this industry. But there is 
also the opportunity for doing creative selling along the lines 


274,649 
127,424 
175,988 
347,097 
100,174 
$20,856 
359,799 
654,124 
283,936 
2,884,047 


BAKERY PRODUCTS........ 
CANNING & PRESERVING .. 
CONFECTIONERY ........+.: 
MILK PRODUCTS. .......... 
BEVERAGES 
GRAIN MILL PRODUCTS .... 
MEAT AND MEAT PACKING 
MANUFACTURED ICE.......! 
OTHER FOOD INDUSTRIES . 
TOTAL, 2%: beeen Ganon 


18,129 
2,773 
2,017 
9,682 
4,769 
4,642 
1,755 
3,159 
2,768 

49,694 6 
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As part of its New Program for Market Development, 
THE JOBBER’S SALESMAN suggests that those wholesalers who 
are serving the industrial market give special attention to the 
food industries during April, 

The accompanying data, obtained from McGraw-Hill, 
shows the importance of the food industry. It does an annual 
business in excess of 10 billion and operates motors with a 
total horsepower of nearly 3 million. 


The industry is so diversified that every wholesaler should 
find some plants of this group in his territory. His first prob- 
lem is to locate these plants. Second, to determine from 
which ones is he already securing business either directly or, 


of new installations of lighting, ventilations, motor control, 
and other types ot electrical equipment, also the possibility 
of selling older plants on the modernization of their existing 
installations. 








Pictures in this 
section through 
the courtesy of: 
Wheeler Reflec- 
tor Co., Ilg Elec- 
tric Ventilating 
Co., American 
Blower Co., The 
Wirewold Co. 


Wiring in a Tapioca Plant 
A partial view of the installation of surface metal raceway, which 
also included 15,000 feet of wiring in the plant of the Minute Tapioca 
Co., Orange, Mass. The Hayes Electric Shop of that city were the 


on . | 
contractors. The name of the wholesaler was not given. 
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GREATER SIMPLICITY... FEWER PARTS... 


Quicker, Easier Renewals are Features of the New 





Caps are one piece, insuring 


positive contact with the clips. 


A 





The knife-blade type Union 
Renewable Fuse also has an ex- 
clusive system of venting, few 
parts, substantial construction 
—and a link notched at both 
ends to permit quick, easy re- 
newals. These features and the 
rugged grey horn fibre casing 
are a guarantee of longer fuse 
life—a new fuse for the price 
of a link. 


JEFFERSON ELE 


COMPANY 


1519 West 15th Street, Chicago, Ill. 


ELECTRIC 





JEFFERSON 


UNION 


RENEWABLE 


FUSES 


SERS who have seen the new ferrule 

type Union Renewable Fuse declare 

it the simplest, most practical, easiest fuse 

to renew. 

Besides the link there are only 

three parts—two caps and the casing. 

And the caps have no loose washers 

= to drop or lose. To renew, simply 

y unscrew the caps—pull out the link, 

/ insert a new one, screw on the caps 

—and the fuse is ready for service. 

It is designed to withstand blow- 

out after blowout—-reducing yearly fuse 

costs. Venting which relieves the pressure 

caused by the blowing of the link, and 

makes long life possible, is secured by an 

exclusive method—through the end caps, 
not the threads. 

The link is held diagonally in the heavy 
horn fibre casing—keeping it from touch- 
ing and charring the fibre, or interfering 
with the accuracy of the rating. The link is 
supplied bent at only one end. The straight 
end is inserted in slots and bent over, in- 
suring correct fit automatically. Slots are 
large for easy cleaning and inspection and 
are so shaped that the link can not twist. 

Jot down a sample order for use on a few 
of your most troublesome circuits. Actual 
use will prove these superiorities. We will 
be glad to tell you which wholesalers handle 
Union Renewable Fuses in your territory. 
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TRUMBULL Catalog NO-I5/< 


JUST A 
PUBLISHED Aa THE 


“CIRCLE T” 
LINE 









MANY NEW LINES SHOWN 





BW TIRe WINS ee ooo ee ere ee ....See Pages 20 to 23 
"MD-5'"'—Tumbler type, Double-throw and Motor-Reversing, Metal Meter Backboards........ 2s, a sdcavensdecientttincn cee OG Tene 


Arcee : ee d other additions to the Panel 
" Ye . ° ate-Vonver!i-Fruse—an oTner a itions To e ane 
TM-2'"—Tumbler type, Thermostatic Overload Protection, ee __-usnusaufpecial Bulletin No. 87 


de |S eee ae See Page 39 
Range Switches Page 80 Front-Operated Interlocking Switchboards.... Special Bulletin No. 88 
Meter Service Breakers, up to 50 Ampere Page 81 Additional applications for use of Buss-Wa and Flex- 


ildonrOibier Bonet. 2 ee See Page 84 Fes OTL SEE LL EERSTE Bulletin No. 84 
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+4931--Now Being Distributed 


A—in loose-leaf forms for Jobbers' data books. 





B—in loose-leaf forms for special binders, to service men and special customers interested regu- 
larly to receive supplementary pages as issued. 


C—in regular bound forms for miscellaneous trade distribution, supplemented frequently by list 
price indexes, with descriptions of additions and changes. 


IMPORTANT SUPPLEMENTARY LITERATURE AVAILABLE 





SAFE 


ConvegT) FUSE 





LEAD EFRON 
DISTRIBUTION BOARE 























j | ee . | 
Bulletin No. 88 ; Flex-A-Power Bulletin 
Bulletin No. 87 
Ll wu 
F: Quik ‘i : 0 Flex-A-Power 
; Safe-ConverTi-Fuse a ; 
Front-operated Interlocking Dead- ig The convenience outlet for power 
front distribution Panel Board. A new Unit Panel Board which in industry. 


provides a flexible dead-front dis- 
tribution Panel to facilitate fuse 
replacement, repairs and extension 
to the line. Flex-A-Plug connection is made 
to individual motors, facilitating 
the moving of machinery from 
one location to another, 


Extremely flexible in arrangement 
and supremely safe in protecting 
the operator and the Switch itself. 


Eliminates wire, conduit and 
power Panels. 


Convertible units can be used for 
either D.C. or A.C. voltage, with 
an ampere range of from 0—600 
Bulletin S87 gives full description. 
Every Jobber’s Salesman should 
have a copy, 























i aati | 





GET POSTED, 
AND STEP OUT! 


Be sure you and your customers have 
copies of this literature, sent on re- 
quest. Jobbers holding our franchise 
| can approach all branches of the 
electrical industry with a service un- 
equaled by any manufacturer selling 
through wholesalers. 





Bulletin No. 84 


"Buss-Wa" 


“Controlite’’ Bulletin 























The copper bar distribution sys- " io, 8 

tem for power and light distribu- Controlite 

tion. The Theatre Control Board. 
Increases’ distribution flexibility A combined Switchboard and 
and solves many safety problems. Dimmer bank, 


THE TRUMBULL ELECTRIC MFG. CO. 


A GENERAL ELECTRIC @ ORGANIZATION 


Branch Panelboard PLAINVILLE NEW YORK 


and Switchboard 803 Lincoln Bldg. 


Factories: CONN. BOSTON 


Ludlow, Kentucky 
Drendell-Trumbull 1002 Statler Bidg. 
Electric Mfg. Co., CHICAGO 

San Francisco PHILADELPHIA 200! W. Pershing Rd. 


Pacific Division 511-519 N. Broad St. ee 
Branch Switch, Switch- 415 Brainard St 
board, and Panelboard . 

Factories: SAN FRANCISCO 
Los Angeles Seattle ATLANTA 432 Fourth St. 
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SALES OPPORTUNITIES in INDUSTRIAL PLANTS 





Lighting ina Process Plant 
Above is shown a corner of the plant of the 
Von Gerichten Art Glass Co., Columbus, O. 
Note the shadows which make it difficult for 
the men to do close work, then look at the 
bottom picture. 


Ventilation in Electrotype Plants 

Blowers are used in this plant of the 
Royal Electrotype Co., Philadelphia, to 
take care of the exhaust from the 
smelting pots. Industrial plants repre- 
sent a vast market for ventilating 
equipment. 


The Rest of the Story 
Below is the same plant as shown at the top 
after the Smith Brothers Hardware Co., 
Columbus, O., had convinced the executives 
that they should install better lighting. 
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THE LIGHTING EFFICIENCY 


DURATACH 


N EXCLUSIVE 
. EELER 





DURATACH construction 
allows reflector, socket shell, 
lamp and globe to quickly 
screw in or out of canopy 
as one unit, making both 
mechanical and electrical 
connections in one opera- 
tion. Easy to wire, easy to 
clean, and extremely eco- 
nomical to maintain. 
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GLASSTEEL DIFFUSER 


THIS unit represents one of the highest develop- 


ments in modern industrial illumination . . . combining 
the lighting efficiency of the Glassteel Diffuser with 
the wiring convenience of the exclusive WVheeler 
Duratach construction . . . Entire reflector is white 
porcelain enamel inside and out; it provides a highly- 
powered, widely-diffused light specially recommended 
wherever fine operations are carried on. The Dura- 
tach construction allows reflector, socket shell, and 
lamp to be unscrewed from canopy as one unit, thus 
assuring easier wiring and a material reduction in 
maintenance costs. These features give to Wheeler 
Duratach Glassteel Diffuser a lighting efficiency and 


economy unsurpassed by any other unit of its type. 


WHEELER LIGHTING 





WHEELER REFLECTOR COMPANY, 275 CONGRESS STREET, BOSTON, MASS. 
NEW YORK CHICAGO ATLANTA CLEVELAND 





Sales Offices: St. Louis, Indianapolis, Los Angeles, San Francisco, Seattle. In Canada: Canadian General Electric Co., Ltd. 
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SALES OPPORTUNITIES in INDUSTRIAL PLANTS 





Ventilation in Locker 
Rooms 
Right: It is essential 
that locker rooms in all ) 
types of industrial plants Be : e 
be ventilated. Here is a i ” ; , ; eee 
typical installation. tial a ile Lighting and Surface 
eee Metal Raceway 
Installations 
Proper lighting in cloth- 
ing factories is necessary 
for good workmanship. At 
the top is shown the plant 
of the Edward Tailoring 
Co., Philadelphia, before be- 
ing modernized. Below is 
shown the well lighted 
workroom after the factory 
was remodeled. 
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ARROW 


RECEPTACLES 
& PLATES 


OW 
part 
of your 
wiring 
nawazer \ fobs 








attractive appearance 4 
pleasing to “live with’’. 
Your customers appreciate 
their quick appeal to the 
home owner. 
Finding Grooves which really 
work— make it easier to insert 
plugs in awkward places down 
behind tables, chairs or sofa. 
Plug prongs pressed — 
face of outlet slip into place by 
following contour of grooves, 
even in the dark. 
BAKELITE Plates match the all- 
» Bakelite Receptacles. Two styles 
>» of plate:—one with art border 
and vertical-ribbed surface; the 
other with plain border and matte 
surface. You can see how they 
add to the ‘attraction value’ of 
modern interiors. 
Entire unit is moisture-proof: back, 
body and face. No moisture absorp- 
tion to cause trouble on concrete 
jobs orin damp places. Every feature 
for the convenience of the Contractor 
as well as for his customer, the build- 
ing owner. 


a 


NEW 4-screw receptacle makes wiring 

easier. Has two large-head, No. 8 binding 

screws on each side. Reinforced yoke with- 

stands strong pressure forward or back; helps 

in quick, accurate alignment of receptacle. One- 

piece contacts, with jaws that grip either tandem or 

parallel-blade plugs on both sides of blades, make 
broad, positive electrical connections. 


ELEGTRIG DIVISION 


THE ARROW —-HART & HEGEMAN ELECTRIC Co. 
HARTFORD,CONN. 


tr "Chdrggye 


Vag 








She 


Jobbers Salesman 


W. J. McLAUGHLIN, Editor 





We 
Believe That— « 


1 Market determination is absolutely essen- 
tial and is the joint responsibility of the 
manufacturer and the wholesaler. 


2 Intensive selling must take the place of 
order taking. 


3 The manufacturer must recognize his 
wholesalers as partners, not as customers. 


4 Wholesalers must adopt a simple, but uni- 
form cost accounting system. 


5 The public utilities should merchandise 
under conditions which are not unfair to 
wholesalers and independent dealers. 


6 The formation of local and geographical 
groups of wholesalers is to the best inter- 
est of the industry. 


The electrical wholesaling industry has a 
splendid future ahead of it, provided its 
potential possibilities are fully realized. 











Local Wholesalers 
Should Organize 


tional Association of Manufacturers in 

a recent letter to the Chicago Journal 
of Commerce points out that there are 38 
state associations of manufacturers in the 
nation. These local groups are closely affili- 
ated with the national body and _ speak 
through it on national questions of interest 
to all manufacturers. The presidents and 
secretaries of these 38 state associations con- 
stitute the advisory committee and meet 
once or twice a year for a three-day confer- 
ence on matters of mutual concern. 


J E. EDGERTON, president of the Na- 


To quote Mr. Edgerton: “It should be 
stated that as a purely national organization 
we do not concern ourselves with state or 
sectional questions of any kind except when 
they involve principles of national impor- 
tance and interest. There is the fullest au- 
tonomy among local, state, and national 
trade associations which are affiliated 
with us. 

“Just as we believe that state organiza- 
tions of manufacturers are good things for 
the states, so we believe that sectional organ- 
izations of manufacturers can serve a splen- 
did purpose and perform serviceable func- 
tions which a national organization cannot 
perform for them.” 

Such an attitude is sound for it must be 
recognized that local problems can only be 
solved by local interests. For that reason 
THe JoBBER’s SALESMAN is convinced that 
there is an immediate necessity for local 
organizations and strongly urges that 
wholesalers follow the lead of the Eastern 
Electrical Wholesalers Association, the Mo- 
hawk Valley Club and similar groups. 

As pointed out in the November, 1930, is- 
sue, the National Electrical Wholesalers As- 
sociation has a great opportunity to take the 
lead in the formation of such groups and if 
there are any legal angles which, at present, 
seem to prohibit such leadership, they un- 
doubtedlv could be ironed out by plucking 
a few chapters from the constitutions’ of 
other organizations such as the National 
Manufacturers Association which is expe- 
riencing no difficulty in functioning under 
such a plan. 


*k *K * 


Following Through 
on the Plan 


VERY wholesaler so far interviewed on 
‘THE JOBBER’s SALESMAN’s Plan for 
Market Determination and Market 

Development” has not only evidenced a 
marked enthusiasm for the plan, but also has 
expressed a willingness to cooperate with 
his manufacturers in putting it into action. 

It is well to point out at this time that the 
wholesalers need not wait until they are 
approached by their suppliers. They can 
take immediate steps to survey their terri- 
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tories for the prospects in each one of the 
four fields in which they are working. Map 
out your own city in small sections. Have 
your salesmen comb these sections for every 
outlet, and take the same action in the coun- 
try territory by towns. 

In the meantime, write your suppliers and 
suggest they furnish you with a quantity of 
Chart No. 1, assuring them that you will fill 
in such charts promptly. 

Once each of the four markets has been 
determined, it is a simple task to furnish the 
information to the wholesalers interested. 
Let’s get started at once. 


A Six-Billion 
Dollar Market 


F. Owens, vice-president and general 
manager of the Oklahoma Gas & Elec- 
tric Co., gave some most illuminating 

figures on appliances at the recent meeting 
in New York of representatives from associ- 
ations and utilities interested in merchandis- 
ing. He stated that in 1930, the average 
use of electricity in the homes of the country 
was 550 kilowatt hours per year, and that 
the estimated use in a completely electrified 
home is approximately 8,000 kilowatt hours 
per year. Consequently the average is only 
about 7% electrified. Complete electrifica- 
tion would mean a purchase of 24 billion 
dollars worth of electrical appliances by the 
20 million homes. Looking at it, however, 
more conservatively, and assuming that 
only 25% electrification of homes was 
reached, there would be involved the pur- 
chase of six billion dollars worth of elec- 
trical appliances! 

In his conclusion, Mr. Owens stated that 
“The major problem is one of developing 
cooperation between all those interested 
along the lines of seeing how we can mu- 
tually work with each other to develop this 
enormous potential business.” 

While the electrical wholesaler awaits, 
with all others interested in the merchan- 
dising situation, the outcome of the survey 
as launched by the committee, headed by 
Mr. Owens and D. F. Kelly of “The Fair,” 





Chicago, there is a necessity for their gain- 
ing an immediate appreciation of this vast 
market and so consolidating their position, 
as to encourage the appliance manufacturers 
to continue to recognize them as the legiti- 
mate, logical channel through which their 
merchandise should flow. 

The centralized wholesale selling fune- 
tion of the jobber is fundamentally sound, 
manufacturers, who by-pass him in any in- 
dustry find the cost of reaching the resale 
field direct with single lines virtually pro- 
hibitive. As a consequence, he is sympa- 
thetic to the wholesaler, but the latter must 
develop his opportunities to a far greater 
extent than he has in the past. And, with 
the possibilities as quoted by Mr. Owens, 
revealed to him, he should need no great 
urging to take advantage of them. 


Sales in 
1930 


tL wholesales will receive, early in 
Aion the annual questionnaire from 

THE JOBBER’s SALESMAN on which they 
will be requested to fill out their sales on 
the commodities listed together with their 
total sales for 1930. 

The results of this survey will appear as 
usual in the June issue. Present plans call 
for a more enlightening report than has 
been given in the past. Heretofore, the 
sales of the 40 key products have been 
given as total figures. This year, the sales 
will be broken down into trading areas, in 
order to secure an accurate picture of the 
sales by commodities in the various centers 
throughout the country. 

The value of the figures is dependent upon 
the cooperation received from the wholesal- 
ers. A small return of the questionnaire 
would affect the true result of the survey. 

Wholesalers, in the past have been most 
generous in their support of this annual sur- 
vey. Weagain ask the same kind of support 
this year in order that the figures as pub- 
lished in the June issue will bring to you 
the exact information you should have. 
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Market for Electrical Supplies 


Compiled Monthly from Reports Made to THE JOBBER’S SALESMAN, by Wholesalers, on Market and 


Price Conditions for 22 Key Products. Numerals Indicate Number of Wholesalers Reporting in the 


Respective Territories. 











COMMODITY 


EASTER 


N STATES* 


CENTRAL STATES* 


WESTERN STATES* 





MARKET 
Feb. 15 to 


Mar. 16 


PRICES 
General 
Trend 


MARKET 
Feb. 15 to 
Mar. 15 


PRICES 
General 
Trend 


MARKET 
Feb. 15 to 
Mar. 15 


PRICES 
General 
Trend 








Good 

















Transformers, insulators, distribution 
equipment 





Poles and pole-line hardware 





Switchboards and accessories 





Motors and control apparatus 





Safety switches 


























Commercial lighting units 





Residential lighting units 





Street lighting equipment 





Heating appliances 





Motor driven appliances 











Flashlights and batteries 





Telephone equipment............... 
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ALL 22 LINES COMBINED 


EASTERN STATES 


CENTRAL STATES 


WESTERN STATES 





Good 


Fair Poor 


Good Fair 


Poor 


Good 


Fair 


Poor 





Feb. 15, 1931.— Mar. 15, 1931 


o7 
9% 


39% | 52% 


8% 44% 


48% 


6% 


48% 


46% 





Same Period Previous Month.......... 


12% 


49% 39% 


7% 42% 


51% 


10% 


44% 


46% 





Same Period Year Age: ..s.6005.46 5355 








15% 


55% 30% 











18% | 48% 





34% 








24% 








53% 





23% 





*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; Western 
States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Oklahoma and Texas. 


Central States include all between. 
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There’s 
Big Money 
In It 


34 4444S SS CCE SS 


aw 4 

















Vv 


f 1931 


‘eee BLOWER | i] 








A Complete Sales and Advertising Plan for 


Ventilating Contractors and Electric Dealers 























Mail the Coupon for our 
1931 Sales and Advertising Blue Book 


EVER before has there been such a demand for 

the American Blower Sales and Advertising 

Blue Book. From all parts of the country are 

coming requests and compliments for American 

Blower’s great program of planned selling for 1931. 

Placed in your dealers’ hands it is sure to prove in- 
valuable in increasing their sales and your 


profits. Q The 1931 Blue Book outlines the 
most complete sales and advertising pro- 


gram ever offered in the electric ee 
It contains actual samples of ae 


business. 


Cc Oo U 


direct mail folders, literature and sales helps... 
mailing schedules . . . everything a dealer needs 
to go after the business. Send for a sample copy. 
Yew ll 
finding the Blue Book so acceptable aud why it 
will be advisable to present it to your dealers. 


see at once why dealers everywhere are 


ymerican Rlower 





— HEATING, AIR CONDITIONING, DRYING, MECHANICAL DRAFT 





ED ws noune EQUIPMENT SINCE 188: 


MANUFACTURERS OF ALL TYPES OF AIR 


AMERICAN BLOWER CORPORATION, 6000 Russell Street, Detroit, Michigan 


I am interested in receiving a copy of your Blue Book. 


Name 





Firm Name___ 


Street & Number_ 











City 
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Cfor the Independent 


C-H 7281 “Rubber Mounted” 
Toggle Switch 


... 80 quiet, because of the Thermo- 
plax case and the mounting of mech- 
anism on resilient rubber, so long 
lived because of C-H standards, that 
contractors use it where only the 
best is wanted. 








C-H 9586 “AAA” Twin-Break 
A. C. Starter 


A new, improved 5 h. p. across-the- 
line starter with 14 vital features in- 
cluding contacts which neither 
bounce, weld, nor burn. The starter 
which is almost imperishable elec- 
trically, lasting for years longer than 
ordinary starters, virtually eliminat- 
ing maintenance. Thermal overload 
relay provides absolute motor pro- 
tection. Rated up to 71% h. p. for 440 
and 550 volts. 


CH) 
Stannaro Dury 
SAPENY OS swt | 


C-H Bul. 4131 Standard Duty 
Safety Switch 

“Equal to many Type A switches” 
is the general opinion of the Type“C” 
C-H Bul. 4131 Standard Duty Safety 
Switch. Quick make and quick break 
plus one-piece clips give this switch 
unusual life. Molded crack-proof base. 
Many other features plus the rugged 
construction typical of the C-H Line. 
Capacities from 30 to 400 amps., at 250 
volts and 30 to 200 amps., at 575 volts. 








a 








—~@ 
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holesaler.... 
Name to Grow With 


NAME which is accepted evidence that an Independent Whole- 

saler handles reliable merchandise ...a mame which is accepted 

proof that products bearing it are leaders in their field . . . identifica- 
tion with such a name will help you grow. 

In Wiring Devices, the name of the line which equalled 1929 sales 
during 1930 is Cutler-Hammer... even despite the tremendous drop 
in building construction. Did the line you now handle do that? The 
C-H line is complete for every need . . . constantly being improved. 
Every device in the line demonstrates to your customers that you 
handle products built to serve as well as to sell. Build wiring device 
business with Cutler-Hammer during 1931. 





In Safety Switches, the name Cutler-Hammer means a well- 
packaged, better-labeled, consistently advertised and universally 
accepted line. The line now meets every Cutler-Hammer standard in 
design, construction, performance and appearance. Your 1931 busi- 
ness will be better with this Safety and Meter Service Switch line. 



















Be SO ye 


In Motor Control, the name of the line preferred by the majority 
of users is Cutler-Hammer. This standing is the result of widespread 
advertising and performance which backs up every printed word. 
Cutler-Hammer Motor Control is the result of nearly 40 years’ 
experience covering every motor control problem arising in Industry. 

For the Independent Wholesaler, the name with which to grow is 
Cutler-Hammer. It identifies products accepted everywhere. It lends 
prestige to the house selling them. It is backed by advertising so 
widespread that all men influential in purchasing electrical 
equipment are reached. 


A GN EES... 


Make the first move toward identifying yourself with 
this business-building name by asking for the de- 
tails of the Cutler-Hammer policy. CUTLER- 
HAMMER, Inc., Pioneer Manufacturers of 
Electrical Apparatus, 1286 St. Paul 
Avenue, Milwaukee, Wisconsin. 























Motor Control. Safety So Switches. Wiring Devices 


A-4106) 
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NEws 


from the Wholesale Field 





Missouri Jobbers Consolidate 

The Missouri Valley Electric Co., 
Kansas City, Mo., and the Central 
States Electric Co., of the same city, 


H. A. Esler 


E. F. Hardey 


have consolidated under the name of 
the Missouri Valley Electric Co. 

The new officers are as follows: 
H. A. Esler, president ; E. F. Hardey, 
vice-president ; C. G. Bateman, secre- 
tary, and J. D. Todd, treasurer. 

On account of the Central States 
having a better warehouse and longer 
lease, it was decided to move into its 
building. The address is 1709 Lo- 
cust St. 

For the present, the company is 
retaining the business of the two 
firms. 

In making the announcement Mr. 
Todd stated: “We consider the con- 
solidation as an economic move and 
hope that our expectations will be 
fully realized in obtaining a larger 
volume of business at a reduced over- 


head.” 
* * * 


Thomas G. Grier Changes 
Address 


Thomas G. Grier, one of the old- 
timers in the electrical industry, will 
be located at Phoenix, Ariz., during 
the month of April. His address will 
be Ingleside Inn., Phoenix, Ariz. 


C ane JOBBER’S SALESMAN maintains men in the field, it sends out 

monthly “what’s the news sheets” to every wholesaler and it gladly re- 

ceives voluntary news contributions and snapshots from wholesalers and 

their salesmen. All this enables it to reflect from month to month the per- 

sonal element in the industry. Your co-operation is solicited in making this 
human side of the magazine more interesting. 





SPRING MEETING 


Missouri River Club 
Elms Hotel 
Excelsior Springs, Mo. 
April 14 to 15 


E. T. Rowland, Marketing 
Counsellor, 


THE JOBBER’S SALESMAN 


will give the “New plan for market 
determination and market develop- 
ment.” 











Union Electric Employes 
Form Company 

Sam Jenks, Otto Koerner, Roy 
Flight, Richard Homes, Tom Mc- 
Cartin, George Rundell, Walter Don- 
nelly and Ethel Anderson, all for- 
mer employes of the Union Electric 
Supply Co., Providence, R. I., some 
of the assets of which have been 
purchased by the General Electric 
Supply Corp., have opened up a new 
jobbing house in Providence under 
the name of the Union Equipment 
and Supply Co., at 31 Pine St. 

oe 


Tri State Elects Officers 


At the annual stockholders’ meet- 
ing of the Tri State Electric Co., 
Sioux Falls, S. Dak., M. E. Mark- 
ham, Neil T. Ronan, and Allan S. 
Graham were elected _ directors. 
At the directors’ meeting following 
Allan S. Graham was elected presi- 
dent to succeed G. H. Denton, de- 
ceased. Neil T. Ronan is the new 
vice-president and M. E. Markham 
secretary and treasurer. 





Interstate Hires Junior 
Salesmen 

The employment of junior or aux- 
iliary salesmen is an old practice with 
manufacturers, but decidedly rare in 
the case of wholesalers. F. B. Stern, 
vice-president of the Interstate Elec- 
tric Co., New Orleans, La., an- 
nounces that his company has taken 
on three men for the express purpose 
of contacting the small, scattered ac- 
counts, to see what kind of a building 
up job they can do. The three are: 
N. L. Mansberg, L. L. Thomas, and 
W. B. Wilson. 


* *K x 


New Westinghouse Office at 
Richmond 


The Westinghouse Electric Sup- 
ply Co., has announced the opening 
on January 2, 1931, of its Richmond, 
Va., office at the southeast corner 
of Fifth and Byrd Sts. This house 
will distribute throughout Virginia 
and eastern North Carolina. C. W. 
Dustin has been appointed manager 


at Richmond. 
*k Ok x 


Electra Lighting Joins Credit 
Group 

The Electra Lighting Fixture and 
Supply Co., Poughkeepsie, N. Y., has 
recently joined the New York Elec- 
trical Credit Association. Meetings 
of the Hudson Valley Division are 
held at Poughkeepsie once a month. 
Here competitive wholesalers, selling 
in this territory, discuss the various 
accounts that are brought up, com- 
pare experiences and arrive at cer- 
tain conclusions. This group is 
taking steps toward settling the 
credit situation so far as the contrac- 
tors and dealers are concerned. 
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This “display-demonstrator” solves the deal- 
er’s store demonstration problem. Cleaner is 
held inverted, showing revolving brush action, 
the advantages of wheels behind nozzle and 
elevated rug guard. 


The small rug placed over nozzle reveals the 
‘“air-cushion” and the customer sees and feels 
the light pulsations of the brush. Soda 
placed upon rug, with belt removed, demon- 
strates why a cleaner without beating brush 
fails to clean effectively. With belt attached, 
soda goes thru rug. 


Attachments are demonstrated without han- 








dling cleaner. 
floor demonstration. 


THE “AIR-CUSHION” SELLS 


The “air-cushion” formed under the rug be- 
neath the nozzle of the Clements affords a 
dramatic selling feature. The front wheels 
being back of the nozzle (instead of inside) 
with rollers and an elevated rug guard inside, 
permit the rug to float upward into the nozzle 
forming an “air-cushion.” The _ revolving 
brush beats the rug against the “air-cushion”’ 
instead of hard floor. This saves the rugs. 
It also permits the rug to yield, shaking loose 
the lint and embedded dirt more easily. The 
air, instead of being drawn in just from the 
sides, rushes thru rug cleaning it thoroughly. 


Then, too, the Clements sanitizes—purifies 
the air passing thru the cleaner. It is made 
of aluminum and glides on rubber tired 


The 





(lem Vacuum 





CLEMENTS MFG. CO., 124 Clements Bldz., 
6550 So. Narragansett Avenue, 

Chicago, Illinois. 

Gentlemen: 


Cleaner may be removed for 


You may send complete information on your plan of. cooperation with 
Jobbers’ salesmen, jobbers and dealers. Tell me about the “display-demonstrator” and 
your other methods of helping the dealer double his store sales. 
































IT 


wheels. It has a low adjustable nozzle, ball 
bearing motor and adjustable handle length. 
For cleaning auto interiors, nozzle and handle 
are quickly removable. A handy “flatiron” 
handle attaches for cleaning autos, stairs, etc. 
Attachments fit instantly and securely. Special 
attachments clean curtains, clothing, uphol- 
stery and grille work, aerate and chemically 
sanitize pillows, mattresses and rugs; deodor- 
ize atmosphere and repel moths and insects. 
The Clements Mfg. Co. made the first vacuum 
cleaner 20 years ago and thousands of dealers 
have built prestige thru satisfied Clements 
users. The Clements is popularly priced. 
Mail coupon today for complete data of in- 
terest to jobbers’ salesmen. 





ee oe) 
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ive News 


hout Live Ones ea 
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a) 





Horace STONE is with the Mid- 
west Electric Co., Minneapolis, in 
the capacity of counterman and in- 
side fixture salesman. 

peel oe 

THe ALLen Electric Co., Cleve- 
land, O., has employed J. L. Wall 
as lighting specialist. He was for- 
merly with the Republic Electric Co. 
of the same city. 

R. B. Ropinson, previously with 
the Westinghouse Electric and Man- 
facturing Co., Cincinnati office, is 
an industrial apparatus salesman 
with the Hughes-Peters Electric 
Corp., Columbus, O. 

A. HALL is a new salesman in the 
automotive equipment department of 
the Hardware and Supply Co., Ak- 
ron, O. He will travel the Canton 
and Massillon territory. 


W. H. McGann, formerly with 
the Cincinnati house of the Graybar 
Electric Co., Inc., has been trans- 
ferred to the Milwaukee branch, 
where he will be city salesman. Mr. 
McGann has had 19 years’ service 
with Graybar, having spent most of 


This photograph of the sales organization of the Eastern 
Electrical Supply Co., Newark, N. J., was taken, in the 
company’s beautiful new display room at 387 Washington 
From left to right they are: M. Josephson; Ray Powell; 


St. 


his time traveling the territory. ad- 
jacent to the Cincinnati house. 


THe Huser Electric Supply Co.. 
Inc., Rochester, N. Y., has added 
A. C. Lot to its sales staff to travel 
the southern New York territory. 


L. P. Smirn has recently joined 
the sales organization of the Loeb 
Electrical Co., Columbus, O. 


RatpH Bevery, formerly with 
the Graybar Electric Co., Inc., Prov- 
idence, R. I., is to cover the same 
territory for the General Electric 
Supply Corp. of the same city. 
‘Billy” Higgins, also formerly with 
Graybar, is the new price, edit and 
quotation man with the Graybar 


Electric Supply Corp. 


Two oLp timers with the com- 
pany, Howard Kearney and Hugo 
Estherg, have returned to the fold 
of the Manhattan Electrical Supply 
Co., New York. 


THe TrEADWAY Electric Co., Lit- 
tle Rock, Ark., takes pleasure in an- 
nouncing that it has added E. A. 


Gunkel to its sales force. Mr. Gun- 
kel, who was formerly with the 
Graybar Electric Co., Inc., for 10 
years, has moved his family from 
St. Louis and is now located in Lit- 
tle Rock. 


Worp comes from the H. Poll 
Electric Co., Toledo, O., that there 
has been a lot of activity since N. A. 
Christy has been appointed sales 
manager. ‘The sales force has been 
increased considerably by adding to 
its number R. J. Valentine to take 
care of its city sales. Mr. Valentine 
is an old-timer in the game. J. T. 
Shaw is another old-timer who will 
travel the southern Ohio territory. 
The last, but by no means the least, 
addition is J. P. (Jimmy) McNally, 
who up until his recent connection 
with the H. Poll Electric Co. had 
spent about 17 years with one house. 


Two NEw salesmen, Frank Nolan 
and A. Lesser, have been added to 
the sales force of the Sager Elec- 
trical Supply Co., Boston. Mr. No- 
lan will handle city sales and Mr. 
Lesser will cover the Maine, Ver- 
mont and western Massachusetts ter- 
ritory. 


THe Westinghouse Electric Sup- 
ply Co., St. Louis, has recently em- 
ployed Mr. Creecy as salesman. Jack 
Drehn has been transferred to this 
house as counterman. 





H. Boyer; G. Anthony; G. Pope; S. Spring, and Ben Gol- 
den, sales manager. 
indicates their approval of the 1931 Diehl fan line which 
had just been placed on display when the photo was taken. 


The happy expression on their faces 
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P&S ALABAX 


NEW DESIGNS 
































AL-10000 AL-10004 


New motifs in Porcelain Brackets, which will lend themselves harmoniously to living room, dining room, sun 
room and bedroom decorations. Design, style and workmanship of the highest quality are embodied in the 
manufacture of these pieces. 


They are available in colors and their finish is permanent. Refinishing is never necessary. A cloth used while 
dusting keeps all ALABAX pieces ever new. 


CATALOG DATA 


Length Max. Width 


List Price Carton Std. Pkg. of Back of Back 
Cat. No. White Description Quantity Quantity Inches Inches 
AL-10000 $3.75 Pull Chain 2 10 8%, 4%, 
AL-1000! 3.45 Like AL-10000, except Keyless 2 10 87, 4¥, 
AL-10004 4.80 Pull Chain with Convenience Outlet 2 10 85, 4\/, 
AL-10005 4.35 Like AL-10004, except without Convenience Ouilet 2 10 85 4\/, 
AL-10006 4.50 Like AL-10004, except Keyless 2 10 854 4\/, 
AL-10007 4.05 Like AL-10005, except Keyless 2 10 85 4\/, 


Lamps and Glassware Not Supplied with ALABAX Lighting Units 


Manufactured by 


PASS & SEYMOUR, INC. 
Division J 


SOLVAY STATION — SYRACUSE, NEW YORK 
“Those Who Know the Facts, Insist on ALABAX” 








Write for Details 
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v 


)TEELTUBES 
Electrical Metallic 
Tubing is threadless, 
strong, light and 
easy to handle. It 
makes electrical 


dollars go further. 


nnouncing an 
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IMPORTANT 
REVISION 





in the National 


Electrical Code 





as recommended by the Electrical Committee 


Under the revised code STEELTUBES can be used 
for CONCEALED WORK; in MASONRY WALLS, and 
BURIED in CONCRETE (except cinder fill) .. . 
in sizes up to and including TWO INCHES. 


HE ELECTRICAL COMMITTEE of the National Fire 
Protection Association, at their annual meeting, 
held in New York City, on February 19, 1931, revised 
Section 508. of the National Electrical Code as follows; 


h. This paragraph 
amended as 
follows: 

Electrical Metallic Tubing shall 

not be used for interior wiring 

systems of more than 300 volts, 
unless wires and cables are of 
lead-covered type, nor for con- 

ductors larger than No. 6. 


i. This paragraph 
amended as 
follows: 

Electrical Metallic Tubing may be 

used for OPEN or CONCEALED 

work in dry locations where during 
installation or afterwards it will not 


Electrical Division STEEL and TUBES, Inc., Cleveland, Ohio 


be subject to severe mechanical 
injury nor to corrosive vapors. It 
may be cast integral with concrete 
slabs (except cinder fill) or buried 
in masonry walls, if provided with 
water-proof fittings. 


n. Amended as 
follows: 


The number of wires (none larger 
than No. 6) contained in any run 
of Electrical Metallic Tubing shall 
not exceed that given in Tables 1 
and 2, Section 503 of this article. 
The maximum size of tubing which 
may be used with any number or 
combination of wires is 2-inch 
nominal trade size. 


(A Unit of Republic Steel Corp.) 
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On the left is C. R. Pritchard, sales 
manager in charge of the newly created 
southern division of the Matthews Elec- 
tric Supply Co., and the Mobile branch, 
which will be headquarters for the 
southern Alabama and western Florida 
territory. With him is C. N. Cameron, 
who, with J. H. Kelly, will assist 
Mr. Pritchard. In service stripes, Pritch- 
ard has 13 years, Kelly 11 and Cameron 
seven. 


KENNETH Satz has recently joined 
the sales department of the Electra 
Lighting Fixture and Supply Co., 
Poughkeepsie, N. Y. 


C. H. Meyers, formerly with the 
Westinghouse Electric and Manufac- 
turing Co., has been employed by 
the Westinghouse Electric Supply 
Co., Evansville, Ind., as a salesman. 
Mr. Meyers has been doing un- 
usually good work in the firm’s in- 
dustrial department. 


R. M. CoLeMaN, who has for the 
past 22 years been connected with 
the General Electric Supply Corp., 
Jacksonville, Fla., left this company 
to take a position with the General 
Electric Refrigeration Co. J. Q. For- 
rester, formerly salesman for the 
company’s southwestern territory and 
working out of Tampa, Fla., is to 
succeed Mr. Coleman in the north- 
ern territory. 

* ok x 
Changes in Personnel 

R. A. SHACKLEFORD, the new di- 
vision manager of the General Elec- 
tric Supply Corp., Providence, R. L., 
came from the Chattanooga, Tenn., 
house. Arthur Magee, the new serv- 
ice manager, came from the Boston 
branch, and S. Winslow, the credit 
manager, was formerly with the 
company’s house in Schenectady, 


nN. x. 


THe Penn Electrical Engineering 
Co., Scranton, Pa., announces the 
appointment of Wm. MacLean as 


refrigeration sales promotion mana- 
ger. 


S. J. TABER is in charge of appli- 
ance sales at the General Electric 
Supply Corp., St. Paul, Minn. Mr. 
Taber was formerly president of 
the Dakota Refrigeration Co. 


THe Monroe Lamp and Equip- 
ment Co., New York, reports that 
Ed. Reilly, formerly connected with 
the Westinghouse Lamp Co., will be 
in charge of sales. 


News comes from the East Coast 
Electrical Supply Co., Inc., New 
York, of the appointment of H. D. 
Barnes as manager of the company’s 
appliance department. Prior to this 
connection, Mr. Barnes was with the 
Dover Manufacturing Co. 


ErFEcTIVE March 1, J. L. 
Schricker, formerly territorial sales- 
man for the General Electric Supply 
Corp., with headquarters at Boise, 
Idaho, was appointed appliance sales 
manager with headquarters at Salt 
Lake City. 

i 


Interesting Comments on 
“Plan” 
To the Editor: 

We want to compliment you on 
this very good work. It has given us 
something to think about, and apply- 
ing it to our business in the phases 
we think it would fit, should be in- 
strumental in adding to the para- 


mount thing in which we are all 
interested—our profit. 


We believe that these articles will 
be read with a great deal of interest 
by the jobber subscribing to your 
magazine and we hope that the good 
work on your part will continue. 

C. Hax McCu.toueu, 


W. T. McCullough Electric Co., Pitts- 
burgh, Pa. 


To the Editor: 

I have read “THE JoBBER’s SALEs- 
MAN’S Plan for Market Determina- 
tion and Market Development” which 
is in the February issue of THE Jos- 
BER’S SALESMAN. 

I have not only read this, but I 
have studied it very carefully and in 
my opinion this is the most complete 
analysis and contains more construc- 
tive ideas than any other plan or an- 
alysis that has heretofore come to my 
attention. 

I compliment you upon the study 
that you have made and upon the 
very able and constructive manner in 
which it was presented. I shall be 
very much interested, I assure you, in 
studying each section as it is pre- 
sented. 

F. D. PHILLIPs, 


Vice-President, Tafel Electric Co., Louis- 

ville, Ky. F 
To the Editor: 

We wish to advise you that we 
have carefully read the Market De- 
termination and Market Development 
plan and believe, without question, 
that it is a step in the right direction. 


J. J. McCarrery, 
President. McCaffery Co., South Bend., 


Ind. 





Two young men 
characteristic pose. 


in the industry, shown in 
“Bobby” Penrose knows a 


good product when he sees it, due to the train- 
ing of his parent, who is with the Crescent 


Electric Supply Co., Dubuque, Ia. 


Up to De- 


cember 16, Richard Lee, two-year old son of 
M. B. Bitterman, Hyland Electrical Supply Co., 
reigned undisputed in the Bitterman household. 
On that date, Jay Lowell made his appearance 


and now 
home. 


M. B. 
Young Bitterman is shown below. 


Bitterman has two bosses at 
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*MAZDA...NOT THE NAME OF A THING BUT THE MARK OF A RESEARCH SERVICE 





It took fifteen years to produce! 


HEN fifteen years ago, after exhaustive re- 

search in which was expressed the combined 
knowledge and skill of a group of notable scientists 
and engineers, the 1000 watt gas-filled lamp was 
produced, it was a great lighting achievement for 
MAZDA Research Laboratories. 


Year after year since then, as the result of continu- 
ous research and persistent effort, the gas-filled 
principle has been successively and successfully ap- 
plied in turn to lamps of lesser wattage. Now, 
through even greater refinement in processes, in 
equipment, and in materials, the gas-filled principle 
has been extended to include the 40 watt General 
Electric MAZDA* lamp, another great lighting 
achievement for MAZDA Research Laboratories. 


The new 40 watt gas-filled lamp replaces the 40 
watt vacuum type lamp. 


To the retailer, to the central station, to the jobber 
of G. E. MAZDA lamps, this development is particu- 
larly significant and important because it says in 


unmistakable terms that the National Lamp Works 
of General Electric is supplying its retailers with 
the best, the most modern, the most progressive 
factors in lighting as fast as they materialize in the 
laboratories of MAZDA Research. 


And now, by supplying this new 40 watt gas-filled 
General Electric MAZDA lamp to his customers, the 
retailer is serving them with the very best 40 watt 
lamp available. 


For his customers will quickly realize these two dis- 
tinct advantages: 


1. More light for the money — through in- 
creased efficiency of the lamp. 


2. Smaller, neater lamp. 


NATIONAL LAMP WORKS OF GENERAL ELECTRIC CO. 
NELA PARK, CLEVELAND, OHIO 


MAZDA@@LAMPS 


JOIN US IN THE GENERAL ELECTRIC PROGRAM, BROADCAST EVERY SATURDAY EVENING ON A NATION-WIDE N. B. C. NETWORK. 
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COUNTER 
DISPLAY 


INTRODUCTORY 
ASSORTMENT 


Provides the opportunity to present Mark- 
Time to your customers in the proper va- 
riety of styles. Introduces you to an enor- 


mous market (20 Million wired homes in 
a America) at trifling cost. Contains: 


4 Type "A" Model 3-M Bakelite Plates 
2 Type "A' Model 15-S Brass Plates 
3 Type "B" Model 3-M Bakelite Plates 
| Type "B' Model 15-S Bakelite Plate 


All individually boxed in the attractive carton illus- 
trated, together with 25 six page booklets, trans- 
sign, attractive counter cards and window 
streamers. Jobber's Salesmen are now carry- 
ing samples of this display and the demon- 
strator shown opposite. Ask to see them. 


— : i} Marx Mt 
\ For App pances 
for Lights ~— 4 


AUTOMATIC TIME age | s 
‘tself Off After Any Time Intervé | 
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Approved by the National Board of Fire Underwriters. 
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>WITCH 


TURNS ITSELF OF F 


AUTOMATICALL Y 


FOR PORCH, HALL, Garage 


and Basement Lights, Electric 





Appliances, Radios, Apartments, 


Factories, Schools and Offices 


TO OPERATE: Throw the toggle to "off" position 
as many times as necessary to give the desired 
delayed action. Each throw delays the action one 
time interval. These intervals may be seconds or 
minutes; depending upon the model of Mark-Time. 


The switch circuit may be opened any time by 
pushing the small side lever to "off" position; this 
eliminates the time action and allows Mark-Time 
to be used as an ordinary switch. 


“TRY IT YOURSELF 
Electric Display 


People like to sell themselves. This arrest- 
ing display gives them the chance. It 
MV 7 capitalizes the time spent by customers 
Try It Yourself os their turn at eananeh Made 
of wood, II inches high, Small candle 
power bulb. 10 feet of cord. The Com- 
plete "TRY IT YOURSELF" display in- 
cludes a mounted Type "A" Mark-Time 
switch. Packed in corrugated shipping 
container. Price $2.50 net. Prepaid. Ask 
for MT4. For outside selling, order MT4B, 
battery operated, same price. 
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Electrical Pilots Observe 
Anniversary 

Three hundred members the 
Electrical Pilots Association, Inc., 
New York, observed the fourth an- 
niversary of the organization at the 
Hotel McAlpin, January 10, with a 
dinner-dance and enjoyed a specially 


of 


“Shamrock” 


arranged entertainment program con- 
sisting of all Broadway star acts, 
sent through the courtesy of the 
W. F. Irish Co. Frank V. Hann, 
of the W. F. Irish Co., acted as 


master of ceremonies 
“Shamrock,” the 40-year-old de- 
livery plug horse of the W. F. Irish 


Co., limped out upon the floor at the 
crack of the whip of his faithful 
driver, Frank V. Hann, and “Sham- 
rock” uncorked a number of trotting, 
jigs and high steps that kept the 
members on edge. The finals of the 
“animal” act came when Hann leaped 
upon “Shamrock’s” back and gave a 
demonstration of Paul Revere com- 
ing down the home stretch in a Man 
o’ War finish. The act, by the way, is 
known as the Hollywood Horse and 
is a Barnum and Bailey feature. All 
the acts presented by Mr. Hann were 
arranged for through the R. K. O. 
circuit. The assistants of Mr. Hann 
were had through Joseph Young of 
Lord & Taylor, Day Smith of the 
Equitable Life, and Joseph Seiders 
of the New Yorker Hotel. 

The entertainment committee in- 
cluded: F. Roullet, chairman; R. B. 
Samuels; J. Kretzer; F. Chatterton ; 
Y. Zenon, and E. L. Thomas. 

The officers of the association are: 
J. C. Walters, president; N. Marr, 
vice-president; N. Robbins, treas- 
urer; R. T. Thomas, secretary, and 
W. DeVaghn, sergeant-at-arms. Ad- 
dresses were made by C. G. (Pop) 
Morgenthau, master pilot and organ- 
izer of the association, and Joseph 
Walters of the Federal Reserve Bank. 


Metropolitan Holds Round- 
up Contest 

The Metropolitan Electrical Sup- 
ply Co., Chicago, is in the midst of a 
General Electric full range radio 
round-up contest for its dealers and 
their salesman. All of the dealer’s 
salesmen are known as rangers and 
as soon as they have sold five radio 
sets are eligible for prizes. The high 
man in each territory will be given 
a trip to the “House of Magic” at 
Schenectady, N. Y., railroad and 
pullman fares paid, and will be pre- 
sented with a gold watch charm by 
an official of the General Electric 
Co. 

: e-8 
Allied Electric Has New 
Warehouse 

The Allied Electric Supply Co., 
Pittsburgh, reports the possession of 
a new warehouse. 


* * OX 


Delinquent Accounts 

The accompanying tabulations 
show the number of delinquent ac- 
counts, the total amounts and the 
average amounts as reported to the 
National Electrical Credit Associa- 
tion by member manufacturers and 
wholesalers through its various divi- 
sions for February, 1930 and 1931. 
Also these figures are shown for first 
two months last year as compared 
with the two months just passed. 


Niagara Frontier League 
Elects Officers 


At the organization meeting of the 
directors of the Electrical League of 
the Niagara Frontier, K. L. Thiel- 
scher, district manager of the Gray- 
bar Electric Co., Buffalo, was elected 
president for 1931. 


K. L. Thielscher 


Other officers elected were: vice- 
presidents, C. A. Tattersall, vice- 
president of the Buffalo, Niagara & 
Eastern Power Co., and L. A. Wool- 
ley, president of L. A. Woolley. 
Inc.; treasurer, Richard Wahle, gen- 
eral manager of Johnson-Wahle 
Electric Co., and Samuel S. Vine- 
berg was re-appointed manager- 
secretary. 





COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
FEBRUARY 28, 1931 
NUMBER OF ACCOUNTS REPORTED 


February 
1930 1931 
254 


Division 
New York 
Middle & Southern Atlantic 
States 
New England 
Central 


1141 


—22.1% 2951 
TOTAL AMOUNTS REPORTED 


February 
Division 1930 1931 
New York .........<$ 58897 $42,199 
Middle & Southern 
Atlantic States .... 24,390 18,771 
New England 19,211 10,577 
131,278 


138 
102 
647 


Increase 


61,062 


% % 
Increase Increase 
or 2 Months or 
Decrease 1930 1931 Decrease 
—27. % 656 502 —23.4% 

423 267 


—26.2% 
240 184 


—23.3% 
—188% 1632 © 1277 
2230 


% 
Increase 
2 Months or 
1930 1931 Decrease 
$ 131,639 $ 75,679 —42.5% 


58,622 33,313 —43.2% 
41,219 15,818 —61.6% 
242,124 120,050 —50.4% 


or 
Decrease 
—27.6% 


—23. % 
—44.9% 
—53.5% 





Central 
TOTAL es +0§235,170 132,609 


43. % $473,604 $244,860 —48.3% 


AVERAGE AMOUNTS 


Division 
New York 
Middle & Southern Atlantic States 
New England 
Central 


2 Months 
1930 1931 


$406 $301 
275 248 
350 168 
298 187 


February 


1929 1930 


$166 
136 
104 
94 











So“ oO 


| =.= 


1 
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RD 
CES 





Wi ~The SQUARE D 
“R” Type Lighting Panelboard, for industrial and 
domestic installations where compactness is a 
necessity, is just one foot wide—12 inches (6-inch 
interior and 3-inch gutters on each side). 


Like the SQUARE D Standard Panelboard (19 
inches wide over all) it is built up with BAKELITE 
sections which may be removed or replaced with 
ease. Various wiring combinations for plug or car- 
tridge fuses, switched or not switched circuits, can 
be assembled as shown in the reproduction above. 


The Type “R” Panelboard includes such SQUARE D 
refinements as indicating trim clamps and spring 


Affiliated with 
DIAMOND ELECTRICAL MAN- 
UFACTURING COMPANY, LTD. 


Los Angeles San Francisco 
Houston 





SQUARE D COMPANY, CANADA, 
LTD., WALKERVILLE, ONTARIO 


Toronto Montreal 


ELECTRICAL 


SQUARE D *= 


COMPANY 
DETROIT, U.S.A. 


catch locks. It is supplied for either flush or surface 
mounting. 


Finished in Dull Olive Green, with exterior hard- 
ware Chromium plated, it has the same neat ap- 
pearance of the SQUARE D Standard Panelboard. 


Immediate delivery in all parts of the country can 
be made from jobbers’ stocks; trims, boxes and in- 
teriors are packed, and can be shipped separately. 


The nearest SQUARE D branch office will supply 
you with your copy of Catalog 35-P or you may write 
directly to the SWITCH AND PANEL DIVISION, 
SQUARE D COMPANY, DETROIT, MICHIGAN. 


Factories af: 
DETROIT, MICHIGAN; MILWAU- 
KEE, WISCONSIN; AND PERU, 


BRANCHES IN ALL PRINCIPAL 
CITIES 
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Wiebe Again Heads St. Louis 
Association 

Fred A. Wiebe, vice-president and 

sales manager of the Brown & Hall 

Supply Co., St. Louis, and president 

of the St. Louis Radio Trade Asso- 


Fred A. Wiebe 


ciation has been re-elected president 
for the coming year. The other off- 
cers elected were: first vice-president, 
O. C. McCanne; second vice-presi- 
dent, E. J. Straus; third vice-presi- 
dent, Wm. Bigalte; secretary and 
treasurer, Otto E. Heilmann. 

The board of directors and the 
divisions they represent are: Otto E. 
Heilmann and Julian E. Sampson, 
manufacturer agent and manufac- 
turer group, Wm. Bigalte and R. L. 
Morton, Jr., dealer group; E. J. 
Straus and Ray C. Layer, jobber 
group. Six of the directors on the 
board of 12 are retained for one more 
year. Mr. Wiebe happened to be one 
of the six retained. 

An interesting feature of Mr. 
Wiebe’s regime is the fact that the 
Association treasurer’s report at the 
close of the fiscal year, February 28, 
shows the net worth of the Associa- 
tion to have decreased only $1200. 
Truly a remarkable figure when the 
income of the Association from the 
radio show and through the elimi- 
nation of many outlet members was 
heavily diminished. 

‘se + 
Palmer Electric Active in 
Seattle 

The Palmer Electric Co., of 965 
John St., Seattle, is at a consider- 
able distance from the main whole- 
sale district, being in what is known 


as the Westlake district. Its 14,000 


sq. ft. of floor space are well laid out 
in a building having two levels, the 
supply stock being located in the 
ower level, at the back, to which 
trucks have easy access. 

This company is going quite 
strongly after the appliance business, 
not only among the electrical stores 
but among hardware and department 
stores, the latter in particular giving 
them a nice volume. They have re- 
cently taken on the Fitzgerald “Star- 
Rite” line and it is going well. Be- 
fore Christmas they sold out prac- 
tically all the stock they could get 
hold of, with the exception of irons 
and waffle irons on which they had 
loaded up more extensively. But 
the latter went well also. The four 
outside salesmen all carry the line 
and are pushing it energetically. 

Fixtures have always been a ma- 
jor line with Palmer, although since 
building construction has let up fix- 
tures are not moving as they did a 
few months ago, but this will come 
back in due time they are certain, 
and they continue to go after every- 
thing in sight. In times gone by 
they used to assemble their own 
lighting fixtures, and once had a; 
many as three men working on this 
end of the business. 

~~ -* 


Philadelphia Association 
Issues Year Book 
“The 1930 Year Book” has been 
issued by the Electrical Association 
of Philadelphia. It gives in detail the 
aims and purposes of the association, 
and its activities during the past year. 


It certainly was hard work to get 
these people together for the folks 
down at the ReQua Electrical Supply 
Co., Inc., Rochester, N. Y., are always 
busy. From left to right are: G. Horn- 
dorf; E. Whalen; L. Weis; L. Haefele; 
F, Havens; A. Carson; E. McGuire; A. 
Held; H. Minchin, and T. Claus. 


Van N. Marker Heads 


Garden Club 


Van N. Marker, president of the 
Revere Electric Co., Chicago, was re- 
cently elected president of the Men’s 
Garden Club of the Chicago region. 


Van N. Marker 


This club is composed of business and 
professional men interested in horti- 
culture. Van is quite an extremist. 
His one hobby, aviation, takes him 
high in the air, while his other one 
keeps him very close to the ground. 
While Van covers all “markets” 
from crocus to chrysanthemums, he 
“intensively cultivates” or ‘‘special- 
izes” on tulips and dahlias. Inci- 
dentally, if there are any more fans in 
the industry, Mr. Marker will be glad 
to give to them an outline of how 
such a club is organized and func- 


tions. 
x * * 


C. M. McDonald Heads 
Trades Association 

C. M. McDonaid, of the Inter- 
mountain Electric Co., Salt Lake 
City, was elected president of the 
Mountain States Music and Radio 
Trades Association at a meeting held 
in Salt Lake City on February 23. 
He succeeds Robert Nevins. J. C. 
Dwyer, of the Standard Furniture 
Co., was elected vice-president, and 
V. P. Felt of the Felt Radio Co., 
treasurer. 

a 


That Two Cent Difference 
(Continued from page 8) 

For example, a woman _ re- 
cently came into the store after 
seeing an appliance in our show 
window. She liked it and we sold 
it to her at the retail price. This 
was done strictly in the interests 
of our contractor dealer customer. 
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CONVENIENT 





ves. \\ BATTERY REPLACEMENTS 


Retail Price 


Your Promt 3.8 Now Makes lt Fasy To Sel 


ELECTRIC 
HAND LANTERNS 


Your customers want a reliable Electric Hand Lantern. 
Tell them about the Burgess Lantern UL24 that uses 4 
Standard No. 2 Burgess Flashlight Batteries . . . and 
that replacement batteries may be purchased in any 
drug, hardware, electrical or automotive store. The UL24 
Burgess Utility Electric Hand Lantern offers your custom- 
ers a broad range of practical convenience . . . touring 
—camping—fishing—hunting—chores inside and outside 























Uses 4 No. 2 Burgess of the home. Weight, with battery, 31 oz. Height 10% in. 
epee ened Burgess also manufactures the OL26 Vapor-Proof 

\ sii an Lantern for use around oil refineries, or places wherever 
lock, remove danger exists of leaking, explosive gases. The RL27 Rail- 


battery holder 





road, two-lamp, Lantern meets the requirements 
of railroad men. 
Stock the complete line! 


BURGESS BATTERY COMPANY 


Engineers and Manufacturers of Acoustic and Electric Products 


General Sales Office: CHICAGO 


New York Chicago Kansas City San Francisco Boston Atlanta 
Minneapolis Los Angeles 





Insert new 
batteries in 
battery holder 


GL25 General Purpose Lantern 


For outdoor use, for watchmen and for use in and around 


Battery holder 
slides easily 

















into position industrial plants. Body made of polished heavy panelled 
—cannot rattle aluminum with folding rattan heavy handle. Easily oper- 
ated switch. Weather-proof construction. Illuminated 
with Burgess No. 1842 Lantern Battery, which will give 
over 100 hours’ service, with No.26 Mazda Lamp. Weight, 
Yo? y with battery, 2 Ibs. 6 oz. Height 1034 in. 

Be 1842 Metal Shell Lantern Battery 
4 4 This new metal shell battery contains four individual seam- 
Convenient less drawn zinc cells with soldered connections, and rigid 
switch easy to i bracing with pitch filler assures ability to withstand rough 
manipulate * use. Slides easily into place. Used on Gla5, Ol26 and 











WS RL27 Lanterns. List each 50c. Dealer each 32}4c. 
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Wiebe Again Heads St. Louis 
Association 

Fred A. Wiebe, vice-president and 

sales manager of the Brown & Hall 

Supply Co., St. Louis, and president 

of the St. Louis Radio Trade Asso- 


Fred A. Wiebe 


ciation has been re-elected president 
for the coming year. The other off- 
cers elected were: first vice-president, 
O. C. McCanne; second vice-presi- 
dent, E. J. Straus; third vice-presi- 
dent, Wm. Bigalte; secretary and 
treasurer, Otto E. Heilmann. 

The board of directors and the 
divisions they represent are: Otto E. 
Heilmann and Julian E. Sampson, 
manufacturer agent and manufac- 
turer group, Wm. Bigalte and R. L. 
Morton, Jr., dealer group; E. J. 
Straus and Ray C. Layer, jobber 
group. Six of the directors on the 
board of 12 are retained for one more 
vear. Mr. Wiebe happened to be one 
of the six retained. 

An interesting feature of Mr. 
\Viebe’s regime is the fact that the 
Association treasurer’s report at the 
close of the fiscal year, February 28, 
shows the net worth of the Associa- 
tion to have decreased only $1200. 
Truly a remarkable figure when the 
income of the Association from the 
radio show and through the elimi- 
nation of many outlet members was 
heavily diminished. 

* * x 
Palmer Electric Active in 
Seattle 

The Palmer Electric Co., of 965 
John St., Seattle, is at a consider- 
able distance from the main whole- 
sale district, being in what is known 
as the Westlake district. Its 14,000 


sq. ft. of floor space are well laid out 
in a building having two levels, the 
supply stock being located in the 
lower level, at the back, to which 
trucks have easy access. 

This company is going quite 
strongly after the appliance business, 
not only among the electrical stores 
but among hardware and department 
stores, the latter in particular giving 
them a nice volume. They have re- 
cently taken on the Fitzgerald “Star- 
Rite” line and it is going well. Be- 
fore Christmas they sold out prac- 
tically all the stock they could get 
hold of, with the exception of irons 
and waffle irons on which they had 
loaded up more extensively. But 
the latter went well also. The four 
outside salesmen all carry the line 
and are pushing it energetically. 

Fixtures have always been a ma- 
jor line with Palmer, although since 
building construction has let up fix- 
tures are not moving as they did a 
few months ago, but this will come 
back in due time they are certain, 
and they continue to go after every- 
thing in sight. In times gone by 
they used to assemble their own 
lighting fixtures, and once had as; 
many as three men working on this 
end of the business. 

* *x * 


Philadelphia Association 
Issues Year Book 
“The 1930 Year Book” has been 
issued by the Electrical Association 
of Philadelphia. It gives in detail the 
aims and purposes of the association, 
and its activities during the past year. 


It certainly was hard work to get 
these people together for the folks 
down at the ReQua Electrical Supply 
Co., Inc., Rochester, N. Y., are always 
busy. From left to right are: G. Horn- 
dorf; E. Whalen; L. Weis; L. Haefele; 
F,. Havens; A. Carson; E. McGuire; A. 
Held; H. Minchin, and T. Claus. 


Van N. Marker Heads 


Garden Club 


Van N. Marker, president of the 
Revere Electric Co., Chicago, was re- 
cently elected president of the Men’s 
Garden Club of the Chicago region. 


Van N. Marker 


This club is composed of business and 
professional men interested in horti- 
culture. Van is quite an extremist. 
His one hobby, aviation, takes him 
high in the air, while his other one 
keeps him very close to the ground. 
While Van covers all “markets” 
from crocus to chrysanthemums, he 
“intensively cultivates” or “special- 
izes” on tulips and dahlias. Inci- 
dentally, if there are any more fans in 
the industry, Mr. Marker will be glad 
to give to them an outline of how 
such a club is organized and func- 


tions, 
x * * 


C. M. McDonald Heads 
Trades Association 

C. M. McDonaid, of the Inter- 
mountain Electric Co., Salt Lake 
City, was elected president of the 
Mountain States Music and Radio 
Trades Association at a meeting held 
in Salt Lake City on February 23. 
He succeeds Robert Nevins. J. C. 
Dwyer, of the Standard Furniture 
Co., was elected vice-president, and 
V. P. Felt of the Felt Radio Co., 
treasurer. 

* OK Ox 


That Two Cent Difference 
(Continued from page 8) 

For example, a woman _ re- 
cently came into the store after 
seeing an appliance in our show 
window. She liked it and we sold 
it to her at the retail price. This 
was done strictly in the interests 
of our contractor dealer customer. 
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Uses 4 No. 2 Burgess 
Flashlight Batteries 


1 
Release spring 
lock, remove 
battery holder 












insert new 
batteries in 
battery holder 


Battery holder 
slides easily 
into position 

—cannot rattle 


Convenient 
switch easy to 
manipulate 
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CONVENIENT 
BATTERY REPLACEMENTS 


Now Makes It Easy To Sell 


ELECTRIC 
HAND LANTERNS 


Your customers want a reliable Electric Hand Lantern. 
Tell them about the Burgess Lantern UL24 that uses 4 
Standard No. 2 Burgess Flashlight Batteries . . . and 
that replacement batteries may be purchased in any 
drug, hardware, electrical or automotive store. The UL24 
Burgess Utility Electric Hand Lantern offers your custom- 
ers a broad range of practical convenience . . . touring 
—camping—fishing—hunting—chores inside and outside 
of the home. Weight, with battery, 31 oz. Height 10% in. 

Burgess also manufactures the OL26 Vapor-Proof 
Lantern for use around oil refineries, or places wherever 
danger exists of leaking, explosive gases. The RL27 Rail- 
road, two-lamp, Lantern meets the requirements 
of railroad men. 

Stock the complete line! 


BURGESS BATTERY COMPANY 


Engineers and Manufacturers of Acoustic and Electric Products 


General Sales Office: CHICAGO 


Kansas City San Francisco 
Minneapolis Los Angeles 


New York 


Atlanta 


Chicago Boston 


GL25 General Purpose Lantern 


For outdoor use, for watchmen and for use in and around 
industrial plants. Body made of polished heavy panelled 
aluminum with folding rattan heavy handle. Easily oper- 
ated switch. Weather-proof construction. Illuminated 
with Burgess No. 1842 Lantern Battery, which will give 
over 100 hours’ service, with No.26 Mazda Lamp. Weight, 
with battery, 2 Ibs. 6 oz. Height 10)4 in. 


1842 Metal Shell Lantern Battery 


This new metal shell battery contains four individual seam- 
less drawn zinc cells with soldered connections, and rigid 
bracing with pitch filler assures ability to withstand rough 
use. Slides easily into place. Used on GL25, OL26 and 
RLo7 Lanterns. List each 50c. Dealer each 32}4c. 
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The State Electric Supply, Ltd., is a 
new wholesale firm that has recently 
been established in Oakland, Calif. Harry 
E, Perl, president and general manager, 
and his two colleagues, Wally T. Ahn- 
strom and Walter V. Etzkorn, have 
had eight years experience in the sup- 
ply field. The two-story building occu- 
pies 11,000 sq. ft. of floor space. 


When the sale was made we learned 
her address which happened to be 
in a suburban town nearby. She 
mentioned one of the local dealers 
as a concern from whom she oc- 
casionally made purchases and we 
noted this. 

This firm happened to be one of 
the accounts to whom we sold other 
merchandise. A check for the 
amount of the retail commission 
was mailed to the contractor dealer. 
With it was a letter explaining the 
circumstances and advising the 
dealer that there were doubtless 
others in his section who would like 
to buy this article if they saw it 
displayed in his window, just as this 
resident of his community had done. 
In reply we got a letter ordering a 
half dozen of these machines. 

With this kind of treatment the 
contractor does respond and _ his 
business is profitable—even in New 
York where prices are reputed to be 
everything in the supply business, 


ke <a 


To What Extent Should a 


Wholesaler Specialize? 
(Continued from Page 14) 
This, of course, is a big city set-up. 
How far is it possible for a smaller 
jobber to go in this matter of spe- 
cialization? Here are the methods 
used by a wholesaler in a city of 
less than 100,000 who also covers 
some eight or 10 smaller towns 
within a 40-mile radius. He _ has 


three salesmen, an industrial special- 
ist, a retailer and contractor special- 
ist, and a general salesman. 

The entire territory is overlapped 
by jobbers in adjacent cities. There 
are more jobbers traveling the terri- 
tory than there are contractors in 
each town. Consequently this jobber 
carries his specialization to individual 
accounts. He has picked at least one 
leading contractor in each town and 
established himself on a “partner- 
ship-relationship” basis with that 
contractor. He makes no effort to 
compete with him on small industrial 
business and does all he can to help 
the contractor land jobs. One of his 
contractors secured a large hospital 
job entirely through the influence of 
this wholesaler. He also assists his 
preferred contractors in securing 
bonds and endorses their notes when 
necessary to enable them to finance 
large jobs. As a result, his salesmen, 
instead of calling on all possible 
trade outlets, concentrate their ef- 
forts where they are most productive, 
a larger volume of business is se- 
cured and sales expenses reduced. 
This is a practical application of the 
principle of specialization in a terri- 
tory of average size. 


* * * 


It’s Service That Builds 


Industrial Business 
(Continued from Page 16) 
an extended period of years. 

All that is required of the sales- 
man is that he know his accounts; 
the office maintains a file of all cus- 
tomers with full information. This 
means the man need not carry un- 
necessary information in his pocket 
—he can refer to the office record 
for any special data. As changes in 
plant personnel or policy occur he 
makes reports to the sales manager 
and the added information is placed 
on the permanent record. 


How does this system increase 
business? Through examination of 
the records by both the salesmen and 
the executives. For instance, a cer- 
tain industrial is shown to have 
bought from a manufacturer and 
billed through us a large number of 
dimmers on one order, but nothing 
before. Soon as discovery is made 
he goes after the plant in question 
and tries to sell them other material, 
using the dimmer order as a wedge. 


Following this record up, our 


sales manager has compiled a record 
showing just what each customer 
of the house has bought during the 
preceding year. This is handed to 
each salesman in turn and he makes 
a written comment opposite the 
name of each of his customers. He 
notes fluctuations in the volume of 
purchases and acts accordingly, 
making notes for such action on his 
private pocket record. 


The main record is a great help to 
the previously mentioned co-opera- 
tion between our salesmen. Ex- 
change of accounts is made now and 
then; if a salesman has no luck with 
a certain plant, he gladly turns the 
call over to one of his “buddies” in 
the hope that the change will bring 
out some new angle and result in 
getting more business. Also, when 
the boys relieve each other during 
vacations, the relief man is handed 
a comprehensive picture of the 
strange accounts. A chart gives each 
man at a glance his own comparative 
figures each, another glance shows 
him his comparison with’ the other 
men, and another glance shows the 
accumulated total sales of each man. 
This is quite a stimulator. 


So much for service, records, etc. 
In the actual selling no hard and 
fast rules are laid down. The men 
are shown all about the goods, given 
good tools to work with and backed 
up by intelligent inside phone and 
correspondence men. The rest is up 
to them. 


One of the finest opening wedges 
in securing new accounts or building 
up old ones, is some new and more 
efficient article or line. One of our 
men had tried in vain for some time 


to sell a tobacco factory. Finally, 
having close knowledge of their 
needs, he was able to go to them 
with a new lighting unit and secure 
permission to install a few on ap- 
proval. His persistence, his faith in 
the goods and the quality of the unit 
brought an order for nearly 100 
units and plenty of other business 
afterwards. 


Another man, who is also a great 
man to grab new things, demon- 
strated a new type of flashlight and 
sold about 300 of them. The same 
is true of more mechanical articles, 
such as safety switches, motors, etc., 
an improvement over old types al- 
ways gets the business. 
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NEW STYLES 
| NEW COLORS 












36” and 52” DELUXE CEILING FAN— 
A 10-year advance in overhead ventila- 
tion. Compact—only 1814” headroom 
including light attachment. Rich bronze 
finish. Reversible blades. New wool yarn 
lubrication system. Graceful modera 
lines. A. C. $41 to $56 Jast. 


Even bath tubs and tea kettles have “‘gone modern” — 


din TE dd, EE oe 


| and made new profits for dealers. To pep up your fan 
3 business you need these exclusive new 1931 R & M 
Fans designed to harmonize with modern interiors. 


Attractively new in appearance, they embody 33 years’ 
J STANDARD FANS—AIll 


cad pon-oscliting. AC skill in breeze-craft—fans that will supplant old types 
an WU. 
2 8" OSCILLATING MOD- in many, many homes and offices. National advertis- 


world’s most beautiful fan. 
Rich silvery finish. Slen- 


der, sturdy, breezy. $12.75 ing is introducing them to millions. Write for new 


list. 


ee 


3 KOOLITE—The new low- 


iced combination, fan. catalog. Robbins & Myers, Inc., Springfield, Ohio; 


} list. 
4 BIDDY—Combination Brantford, Ont. 


electric drink mixer—juice 
extractor. Standard $ 14.95; 
De Luxe model $18.95 /ist. 


5 10" OSCILLATING ART . 4 
FAN—Ideal for 1931 
homes and offices. Con- nce 
cealed and protected oscil- © ° 


F lating mechanism. A.C. 
$18.95; D.C. $20.45 dist. 


6 PORTABLE WALL FAN FANS AND MOTORS é 


—8” blades, great in kitch- 
ens. Fits ery? bracket. 
$7.50 to $8.50 fist. 


or 
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EASY 


Attach the 
blocks, pull them 
up taut, and 
make three 
wraps of the 
rope around the 
Capstan. 











SIMPLE 


Hold the rope 
tightly on the 
Capstan with 
one hand, while 
with the other, 
operate the 
ratchet handle 
forward and 
back. 


POWERFUL 


The ratio of 
leverage power 
on the Capstan 
is 8 to 1, thus 
the man power 
is multiplied ac- 
cordingly. 


VERY Central Station, every independent tele. 


phone company, every steam railroad, every 
electric railroad, construction company, municipal 
light and power unit is a ready prospect for the 
Chance Capstan Pulley Block. 


This equipment most often used of all pole line 
working tools. Made in two sizes. The No. 2 
having 2,000 Ibs. capacity; the No. 4 having 4,000 
Ibs. capacity. Leverage ratio is 8 to 1. With the 
CHANCE CAPSTAN PULLEY BLOCK one man 
can pull back guy wires. There are no dangling 
chains to interfere or endanger workmen. The use 
of a rope instead of a cable or metal pieces pro- 
vides protection against possible electric shock. 


Aluminum Sheaves and Aluminum  Capstan 
Drums, give lightness and balances the blocks, 
Steel bushed to reduce wear and friction. All other 
parts are drop forged steel and Hot Dip Galvan- 
ized. Long Manila Fibre Ro and 
Flexibility. It’s a one man’s job to pull a back guy 
with the CHANCE CAPSTAN PULLEY BLOCK. 


Be sure to explain every feature to your customer. 
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OOK THESE 
| Ghance Specialties 


Chance Special Lineman’s Socket Wrench 


Here are 4 of the many uses for the master socket wrench: 








For tightening nuts on For driving in and For driving in ground For tightening through 
guy clamps without re- turning pole steps. rods. bolts on cross arms. 
moving wrench from 

nit. 


Chance Back Truss 








‘Provides perfect strain relief to 
cross arms where lines are dead 
ended. Far superior to metal back 
braces which are subject to bending 
under heavy strain which often 
breaks the cross arm. The Chance 
Truss takes all the strain—not the 


cross arm. 


Consists of 2 end clamps, center 
clamp and double truss rod. 


This closeup shows construction of 
end member which clamps over end 
of cross arms and may attached 
before the arm is raised. Complete 
Truss installed by simply bolting 
cross arm to the pole with double 
ended bolt and clamp, passing the 
rod through the end pieces, drop- 
ping it through the center clamp 
on the pole and tightening three 
nuts. 
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Radio Wholesalers Association, Inc. 


Harry Alter, Pres. 

Chicago Chicago 

J. Newcomb Blackman, Vice-Pres. 
New York 





~*~ XECUTIVE offices of the Na- 
tional Federation of Radio Asso- 
ciations and the Radio Wholesalers 
Association have just completed the 
publishing of a very comprehensive 
booklet, covering the reports of the 
various committees, addresses and 
convention proceedings as given at 
the Fifth Annual Convention in 
Indianapolis last February. The as- 
sociation offices have also sponsored 
the reprinting of President Black- 
man’s address in separate form. 
These papers offer some very con- 
crete suggestions as to local cooper- 
ation between distributors and the 
possibilities of such endeavors. 


HE stand of pricing and equip- 

ping radio sets complete with 
tubes as recommended by the tube 
committee and endorsed by the an- 
nual convention is receiving added 
impetus. At the convention, three 
prominent manufacturers announced 
that in the future their policy would 
be pricing radio sets complete with 
tubes. The tube committee is now 
actively at work through the execu- 
tive offices in securing the cooper- 
ation of the other manufacturers in 
stating their policy as pricing radio 
sets complete with tubes for initial 
equipment. J. Newcomb Blackman, 
chairman of the tube committee is 
actively at work in promoting this 
program through the executive 


offices. 


ONTHLY survey of radio 

sales and inventories by radio 
distributors which was adopted by 
the executive offices of the Radio 
Wholesalers Association during the 
past year was one of the most valu- 
able services ever started. The board 
of directors authorized the offices to 


Robert Himmel, 


Howard Shartle, Sec. 
Cleveland 


Treas. 


RADIO 
WA/HOLESALERS 
ASSOCIATION 


Roy Thomas, Vice-Pres. 
Los Angeles 


H. G. Erstrom 
Executive Vice-Pres. 


Fred Wiebe, Vice-Pres. 
St. Louis 


James Aitken, Vice-Pres. 
Toledo 


Chicago 


Peter Sampson 
Chairman of Board 


Chicago 


continue with the survey for the 
coming year but have opened the 
survey for all radio wholesalers so 
the motive would not be construed 
as being selfish for members of the as- 
sociation only. Leading radio whole- 
salers have notified the executive 
offices of their willingness to fur- 
nish each month a statement of their 
monthly sales and inventories which 
will be held absolutely confidential 
and not revealed to any member. 
Through a file system in the confi- 
dential file of the executive vice- 
president every member of the sur- 
vey will be called upon to report 
each month and in this way a definite 
number of wholesalers will report 
regularly. Forms will not be sent 
to any but those who have signified 
their intention of subscribing to the 
movement and recapitulations will 
be sent only to those who have co- 
operated with the survey. The fore- 
casts of the following quarters sales 
will be requested and it is felt that 
this definite information, placed in 
the hands of the leading manufac- 
turers by the executive offices will 
enable them to closely gauge their 
potential possibilities and to watch 
their production schedules accord- 
ingly. Over 100 wholesalers have 
agreed to participate in the survey. 


National Federation of 

Radio Associations and 
the Radio Wholesalers Association 
are actively interested in promoting 
a fund of several millions of dollars 
to be raised for the promoting of 
radio generally. Resolution No. one 
on industry cooperative advertising 
fund is receiving the immediate at- 
tention of the directors of the execu- 
tive offices. The joint executive com- 
mittee of the two associations has 


HE 


The information on this and the following pages has been prepared by 
H. G. Erstrom, Executive Vice-President, by Authorization of the Board 


of Directors of the Radio Wholesalers Association on June 5, 1929. 


authorized the appointment of a pre- 
liminary plan committee consisting 
of Howard E. Richardson of Young, 
Lorish & Richardson, Chicago, and 
H. G. Erstrom, executive vice-presi- 
dent of both associations. The plan 
committee has already received sev- 
eral proposals on the methods of 
raising the fund and operating the 
campaign. Consideration ‘is being 
given these propositions and they 
will be referred to the executive com- 
mittee for immediate action at a 
date in the very near future. Fol- 
lowing the committee’s action, the 
plan as suggested for endorsement 
will be referred to the board of di- 
rectors of the two associations at 
their next meeting in New York City 
for official confirmation and action. 


HE next meeting of the Boards 

of Directors of the National 
Federation of Radio Associations 
and the Radio Wholesalers Associa- 
tion will be held in New York City 
the latter part of the week of April 
20. Several important recommenda- 
tions are being presented to the 
boards for official action. They are 
chiefly in connection with the reso- 
lutions as adopted at the recent an- 
nual convention and will cover such 
subjects as: industry cooperative ad- 
vertising fund; further action on 
Resolution No. four, requesting the 
pricing of radio sets complete with 
tubes; promotion of national radio 
week, and so forth, 

The executive offices of the Radio 
Wholesalers’ Association has an- 
nounced the acceptance of the fol- 
lowing new members: Ludwig Hom- 
mel Co., Pittsburgh; Adirondack 
Radio Distributors, Inc., Albany, 
N. Y.; Cincinnati Radio Corp., Cin- 
cinnati; Harten-Knodel Distributing 
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ARCTURUS RADIO TUBE CO., Newark, N. J. 





WITH RADIO'S SWIFT ADVANCE ... 


ARCTURUS BLUE TUBES 


& 


Throughout the radio industry Arcturus 
is known as a pioneer— steadily blazing 
the trail to new tube developments... 
always quick to offer the most advanced 
ideas in tubes. 

Now Arcturus again demonstrates this 
pioneering ability by announcing two new 
Arcturus Tubes, that made possible marked 
advantages in radio set design. 


Arcturus Type PZ Pentode 
High mutual conductance, and exceptional sensi- 
tivity are features of this new Arcturus Tube. Be- 
cause it is approximately 4 times as sensitive asa 
’45 power output tube it makes possible greater 
volume, minimizes distortion, and makes smoother 
reception a certainty. 


Arcturus Type 551 Variable-Mu Tube 


By using new principles, this Arcturus Tube elimi- 
nates the need for double pre-selectors, dual vol- 
ume controls, and “‘local-long distance’’ switches. 
Even with signal input voltagesincreased 25 times, 
operation is free from distortion. Receiver hiss is 
reduced; maximum cross-talk is divided by 500. 
Circuits using this new tube are simpler, as well as 
more efficient. Arcturus’ well-known quick action 
is an additional feature. 

Leading radio set manufacturers 
are now designing sets using these 
new Arcturus Tubes. You will 
be selling these improved re- 
ceivers soon. Many of them will 
come to you equipped with 
Arcturus Blue Tubes...the tubes 
that insure satisfactory service 
because of their dependability 
and Life-Like Tone. 

















ARCTURUS 




















PZ PENTODE 







f 





y y/ 


A.C SCREEN-GRID 


. fa | 
QUICK HEATING DETECTOR 


ISOLATED CATHODE TUBE 
oy 





Cm | 
A-C LONG LIFE TUBE 


STANDARD BASE A.C TUBE 
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Why SET-TESTED 


Give you..... 
Quicker sales 

More profits 
Greater satisfaction 


lees is one thing every set-owner wants 
to know about the tubes he buys: “Do 


they give perfect results in my particular set?” 


There is one way to answer that question 
to his complete satisfaction: Tell him that 
Sylvania Tubes have been tried out in a set 
exactly like the one he owns. 

That is what SET-TESTED means—to you 
and to your customers. That is why sales 
are quick, profits bigger, and complaints 
fewer. You know, and the people who buy 


SYLVANIA PRODUCTS CO., 


SYLVANIA RADIO TUBES 


from you know, that Sylvania Tubes have 
been actually tested in every one of the 
fine radios listed at the right—that they 
have passed strict tests for tone, distance, 
volume and selectivity. 

Write at once for the Sylvania Certified 
Test Chart. Dealers everywhere are using 
it side by side with their stock of Sylvania 
Tubes. Note for yourself how quickly tube 
sales increase— how much less time you need 
to spend with each one of your customers. 
EMPORIUM, PA. 


SYLVANIA INCANDESCENT LAMPS 


e 
Licensed under RCA Patents 
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) SILVER MARSHALL 





— pion  —_— GENERAL ELECTRIC 
GENERAL MOTORS  ) 
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STERLING 


site 


STEWART WARNER 














STROMBERG CARLSON 








“VICTOR 








WESTINGHOUSE 





ZENITH 











RADIOLA 





REGISTERED U. S. PAT. 








SYLVANIA PRODUCTS CO. Js 
Emporium, Pa. 

Gentlemen: Please send, without obligation, your new Sylvania 

Set-Tested Chart for easier tube sales. 


This is the newSylvania 
Certified Test Chart, 
giving complete in- 
structions for selecting 
Sylvania Tubes, togeth- 
er with a signed state- 
ment by the Chief En- 
gineer of the Company. 
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Co., Cincinnati; Philco Distributing 
Co., Buffalo; Reinhard Bros. Co., 
Minneapolis; Universal Radio Co., 
New York; Manhattan Elec. Supply 
Co., Chicago; Radio Distributors 
Board of Trade, Philadelphia; Ray- 
ford W. Lemley Co., Chicago; 
Radio Retailers Association, Phila- 
delphia, Pa. 
ee ee 


Klose Electric Adds Space 

The L. R. Klose Electric Co., Kala- 
mazoo, Mich., has taken over an ad- 
ditional 7000 sq. ft. of floor space. 


* * x 


How We Sell Hospitals 
(Continued from Page 9) 
on other business asked Rudy 
Tellisch if he knew about portable 
therapeutic lamps—a casual inquiry 
that sounded like anything but a sale. 
However, when Mr. Tellisch quickly 
described what we could furnish, the 
buyer exclaimed: ‘“That’s the very 
thing! Send me four right away, for 
a starter.” 

To the outside men, problems 
come thick and fast, and are usually 
threshed out and settled in the hos- 
pital. The boys actually build up 
their accounts and gain the buyers’ 
confidence, by figuring the best -solu- 
tion for a certain need. 

One of our men, Jack Byrne, 
found the overhead lighting in a 
hospital was insufficient and threw 
a glare in the patient’s eyes. He did 
not advocate the elimination of the 
ceiling lights, but suggested a design 


for specially made floor lamps, a 
little higher than the usual type, for 
which he sold all the material. 


In the same hospital he found sev- 
eral other cases where he was able 
to correct something and make a sub- 
stantial These often are the 
result of apparently queer and in- 
significant occurrences. For instance, 
he was told by a patient that in the 
night the chandeliers, which con- 
sisted of two spreading branches, ap- 
peared to a man in bed like two 
ghostly arms reaching down to grab 
him. Instead of laughing it off Jack 
hastened to take it up with author- 
ities and, believe it or not, all those 
spooky chandeliers were replaced 
with modern ceiling units. 


sale. 


During another visit to this hos- 
pital, Jack learned they wanted a 
few portable lamps which would not 
be dependent on the regular current 
supply. After some figuring the 
hospital bought from him all the 
material for a rolling goose neck af- 
fair which could be trundled into 
any part of the hospital, should all 
other lights fail. The sale included 
storage batteries, pipe, fittings, auto 
headlights, and so forth. 

Again this salesman designed and 
sold this hospital a complete signal 
system of unique style, consisting of 
a set of push button controls which 
led to a large plate glass panel, be- 
hind which were the incandescent 
lamps. The front surface of the 
glass panel was painted black, but in 
front of each lamp was its circle of 
color which conveyed a signal to the 


doctor or nurse as it happened. 

This was just another case of 
watching out for a need and filling 
it in a special way. This is the theme 
of hospital selling—service and qual- 
ity on everything! This creates confi- 
dence and leads to more inquiries as 
to possible improvements. Regular 
material, of course, is ordered cas- 
ually from the salesman or over the 
phone, but problems such as those 
described are brought up every few 
days. Somewhat similar situations 
confront all of our men who are sell- 
ing the hospitals, and instances could 
be stated where every one of them 
has taken advantage of these situa- 
tions. 

It has been mentioned that safety 
and comfort are the watchwords of 
any hospital. As a matter of fact a 
whole flock of words are needed to 
describe the buying attitude of the 
hospital executive. They know that 
good material and efficient systems 
of power and lighting will avoid 
trouble, and the only kind of trouble 
they will accept is that connected 
with emergency treatment and get- 
ting people well. 

As to what hospitals buy from us 
the answer is: “Just about every- 
thing—”’ everything from a roll of 
tape to a complete electrical installa- 
tion for a new building, a wing or a 
department. Incidentally, the elec- 
trical wholesalers get practically all 
of this business. Lighting, motors 
and other electrical machinery and 
signal systems are the major items. 

I repeat that we are proud of our 
hospital business and the manner in 





W. A. Grimes, division manager, was the guest of honor 
at an organization “Get-to-Together” of the Westinghouse 
Electric Supply Co., Inc., New Jersey division to celebrate 
the closing of a successful year and to start off 1931 in 


the same spirit of cooperation. 
sales manager, who acted as master of ceremonies, un- 
earthed considerable hidden entertaining talent which helped 
to make the occasion “a good time for all’. 


Walter Ferry, division 
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The hunter slipped 
































BOSTON 





but his Colt didn’t 


And again history repeated itself. The trusty Colt lived up 
to its reputation for dependability in the face of emergency. 
On land and sea, in every clime and confronted with a 
multitude of situations where uncertainty of action spells 
disaster, Colt dependability has always come to the aid of 


Colt owners. 


And now, the latest members of the dependable line of 
Colt - Noark Meter Service Switches. 60 Ampere Meter 
Service and Entrance switches assembled with and wired to, 
range and light distribution panels. Justifying the reputation 
for dependability that has always been enjoyed by all Colt 
Products. Fully described in Catalog “F”. Have you 
received your copy? “The Rampant Colt’ an interesting 


booklet mailed on request. 


COLT’S PATENT FIRE ARMS MEG. Co. 


ELECTRICAL DIVISION 
Established 1836 32 Electrical Division 1886 


HARTFORD, CONN., U. S. A. 


CHICAGO NEW YORK PHILADELPHIA 


SAN FRANCISCO 
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The Improved 
EMERSON B JR. 


Line 


* 
Emerson B Jr. Fans offer 


the perfect combination of 


popular price and highest New Quietness 
. Quick Starting 
quality. Be sure your dealers hes Mecsin Dee 


aap eee 3% 
know all about this improved foo” 


Emerson B Jr. Line for 1931. 8-inch oscillating 


10-inch oscillating 
10-inch non-oscilla‘ing 


* 


TIK EMERSON ELECTRIC MFG. 
2018 Washington Ave., Saint Louis 


co. 
806 W. Washington Blvd., Chicago 40th Anniversary Year 


155 Sixth Avenue, New York City 


VI Oe OW 


with 


the 45 -Year Guarantee 





ENERAL ELECTP'C SUPP! 


5 pas 
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Here they are—the staff back of the 
General Electric Supply Corp. at Miami, 
Fla. Reading left to right, they are: 
Robinson Farmer, branch manager; F. 
W. Wienberg, radio department; O. E 
Golightly, merchandise department, Gen- 
eral Electric Co.; Sarah Wearmouth; 
H. A. (Hotpoint) McCarney, and R. C. 
Norene, service manager. 





which the connections have been 


| built up by our men. This field is 


properly served by the wholesaler 
and should continue to form a sub- 
stantial part of his volume. 

a ae 


The Routine of Handling 


Orders 
(Continued from Page 17) 


triplicate by longhand on a printed 
pad of forms or on a counter regis- 
ter. Salesmen’s order books should 
be identical with the forms used in 
the office or store. 


Probably every wholesaler has his 
pet ideas as to the layout of the 
order form so we are leaving this to 
his own judgment. Forms in succes- 
ful use are shown on this page. We 
believe that the numbering of each 
order serially is an unnecessary ex- 
pense. 


Let us assume that the original 
copy is white, the duplicate yellow 
and the triplicate pink. This, then, 
is the routine. 


All copies first go to the office for 
credit approval. 


Yellow copy is held in the office. 


White and pink copies are sent to 
the warehouse. Order is put up. 
Data on shipping weight, number of 
pieces, and routing is entered on 
white copy. Pink copy used for pack- 
ing slip. In the case of goods shipped 
out, the receiver signs for delivery 
on white copy. For delivery by job- 
ber’s truck, the driver takes white 
copy and gets signature of customer. 
Thus the original (white) copy acts 
as the delivery receipt. 

White copy is then returned to 
office and matched with yellow copy. 
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BENJAMIN MARKET DEVELOPMENT AND 


OPPORTUNITIES SERIES 


SALES 
No. l 








Pit, Tunnel and Viaduct 
Lighting Fixture 














Where to Sell 


Automobile Super Service 
Stations 

Highway Stations 

Garages 

Bus Service Shops 

Steam and Electric Railway 
Repair Shops 
for lighting greasing pits, hy- 
draulic lifts and railway repair 
shop pits. 


Steam Railways 
Electric Railways 


for lighting underpasses, tun- 
nels and viaducts. 


City, County and State 
Highway Departments 


for lighting underpasses, tun- 
nels and viaducts. 





Remember These 
Selling Points 


“Built-in”—no obstruction 
in pit or tunnel. 


Heavy duty—will stand the 
severest weather conditions. 


Well lighted underpasses 
speed up traffic, promote 
safety, reduce accidents. 


Adequately lighted service 
pits make a good impression 
on the customer and enable 
station attendants to give 
faster and better service. 





The Lighting Problem 


The modern lighting of greasing 
pits and repair service pits requires 
good illumination over the entire 
pit area and on the under portion 
of the vehicle over the pit. With 
hydraulic lifts, the under portion 
of the car must be well lighted. 

Underpasses, tunnels and via- 
ducts require a high degree of il- 
lumination on both horizontal and 


vertical surfaces. The curbs, road- 
way and sidewalls must be well 
lighted. On two-way traffic channels 
the front and near side of approach- 
ing vehicles and the rear end of pre- 
ceding vehicles must be clearly visi- 
ble. On one-way traffic channels the 
rear end of vehicles must be well 
lighted. The distribution of light 
must be so arranged that there will 
be no glare in the eyes of the driver. 





The Fixture for the Job 


The Benjamin Pit, Tunnel and 
Viaduct Lighting Fixture, with the 
refracting glass cover, offers the 
most satisfactory means for meeting 





all of the above mentioned require- 
ments. An efficient trough shaped 
porcelain enameled reflector as- 
sures maximum light output, while 
the refracting glass cover concen- 
trates a major portion of the light 
on the surfaces and objects where it 
is needed most. 


Construction Features 


The Benjamin Pit, Tunnel and 
Viaduct Lighting Fixture is practi- 
cally indestructible. The body and 
cover frame are rigid castings. All 
joints are sealed effectively against 
vapor or moisture. The refractor of 
heat-resisting glass is not affected by 
change in temperature or splashed 
water. The inner porcelain enam- 
eled steel reflector will retain its 
high lighting efficiency indefinitely. 


( omplete Information 


See Benjamin Catalog 24-A, page 
70A-1, for description, installation 
data and listing. Send to the Benja- 
min Sales Promotion Department 
also for the I. E. S. Data Sheet show- 
ing an actual installation of an 
underpass lighted with this fixture. 








BENJAMIN ELECTRIC MFG. CO., 


General Offices and Factory: 


DES PLAINES (Chicago Suburb) ILLINOIS 


New York 
247 W. 17th Street 





Divisional Offices: 


Chicago 
111 N. Canal Street 


San Francisco 
448 Bryant Street 
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This prevents the loss of any order 


| before it is billed and yellow copy 
is then destroyed. 

The original (white) copy is the 

only one now remaining. Cost and 


selling price are entered and it goes 

S ~ F i> i ¥ ad S Wi 2% C H E S to the billing department. After in- 

voice has been made out the order 

| form is filed in a customer’s folder 

SK Y HIGH QUALITY and these folders filed by salesmen. 

At the end of each month total 

cost and selling price is obtained for 

each salesman in order that his com- 
pensation may be determined. 

Back orders are written up on the 
regular forms and all copies held in 
a special back order file until the 
merchandise is received. 

Returned merchandise is written 
| up on the same forms and all three 
_ copies are rubber-stamped “Credit.” 

The triplicate is the customer’s re- 
ceipt. The duplicate is destroyed 
when the original is returned to the 
office from the warehouse with the 
notation that the goods have been 
received back into stock. 

The advantages of this system are: 
a single form; no stenographic ex- 
pense for typing orders; protection 
against loss of an order without 
keeping a log record of serial num- 
bers, and a complete record of costs 
from which gross profits by sales- 
men, customers or lines, can be de- 
termined. 














* * * 


A Sales Volume of $1.00 
Per Capita 
(Continued from Page 19) 
tial key-man insurance covering the 

active head of the business. 

In the seven years this jobber has 
been in business he has done an out- 
standing job in building a clientele 
of worth-while accounts. He has se- 
cured an excellent diversification of 

EMPIRE STATE BUILDING his business between the contractor, 
Fifth Avenue and 34th St., New York resale and industrial markets. The 
commercial or institutional market 
is served largely through his con- 
tractors. 
He is already securing a fair share 
Murray Transformer and Metering Equipment Installed Throughout of the business in his territory as is 


evidenced by the fact that his sales 

M E | R O PO LI TA N volume is running almost at the rate 
| of $1.00 per capita. His volume in 

; | 1930 was $476,000 and he serves a 

DEVICE GORPORATION | territory with a population of about 
| 500,000. But he estimates that he 


12450 ATLANTIC AVENUE ' can handle an additional $100,000 


to $150,000 without any material in- 


BR O O KLYN + NEW YOR K crease in operating expenses. 





SHREVELAND & HARMON MEYER, STRONG & JONES 
Architects Consulting Engineers 
L. K. Comstock & Co., Elec. Engr’s 
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A Good Rule to Follow 


.. lwhen selecting 


Lighting Equipment 


cling Reflectors 


(STIPPLE) 


Ste 


MADE from the finest qual- 
ity of clear crystal glass 
which gives perfect color 
value. 


THE Sterling STIPPLE 
eliminates striations and 
circular ghosts, commonly 
known as shadows. 


INDIAN BROWN baked 
finish that harmonizes with 
modern wood and metal 
trim. 


MAXIMUM service and efh- 
ciency provided by a protec- 
tive copper plate and a triple 
plate of pure grain silver. 


A SMOOTH inner reflect- 
ing surface offers added 
protection against dust and 


film. 


ADJUSTABLE Holders 
furnished with several types 
of Show Window Reflectors 
without additional charge. 


BY ANY true measure of 
comparison, Sterling leads 
in quality, efficiency, servy- 
ice, and economy. 


GUARANTEED for “A 
Lifetime of Service.” Will 
not check, peel, tarnish, or 
discolor. 


Reflector & Illuminating Co. 


Manufacturers & Engineers 


1411 Jackson Blvd. Chicago, U.S. A. 


ror WORKS 


NG CO. 


ASN LIRILDRNRBRERSRELERELELILAES 
vy Ist We Will Be Located Lo 


: 
: 


and After Ma 
in Our New and Enlarged Home 

-1435 West Austin Ave. 
1431 with greatly d facilities = 
 pttling Reflectors non get 
h the ever & 


increase a 
and Floodlig 


Larger 9 
rowing deman 


production of Sterlin 
ment to keep pace wit 
popular line. 





REPRESENTATIVES IN ALL PRINCIPAL cITIES 
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Retail 


$19.95 in Denver and West 
Coast. In Canada $22.50. 


Carry it 
with you --- 


Sell 3 out of 5 dealers 
simply by showing it! 


x STAR-Rite 


MAGIC MAID 


MIXER—BEATER—JUICE EXTRACTOR 


Every salesman can make new high sales records by carrying a sample 
of this double-purpose kitchen appliance for the next 30 days. Exhibiting 
the Magic Maid to your dealers means sales for you—displaying the Magic 
Maid to their customers means certain sales for them. 

Nationwide, in thousands of stores, the STAR-Rite Magic Maid is creating 
splendid sales records, and there’s a reason—for the Magic Maid is not just 
another mixer—it is entirely new and different—a 2-in-1 heavy-duty Food 
Mixer and Juice Extractor combined, that women recognize as a real home 
necessity, and such an outstanding value, that when displayed it sells itself. 

The value is unquestioned— its efficiency has been proven by the better 
home economic institutes of this country, and the vo 
thousands of women who are now using this com- : Ook For 
bined kitchen appliance. The seal of approval of this color page 
Good Housekeeping Institute is attached to every 
STAR-Rite Magic Maid. 

National advertising is selling the merits of the 
STAR-Rite Magic Maid to millions of the better 
homes of this country. The May issue of Good 
Housekeeping will carry a full page in color. 

Here is a brand new $19.50 appliance, so unusual 
in sales appeal and with such a well defined sales 
plan, attractive sales promotion material, and 
planned advertising campaign, that you.can sell it 
readily and profitably. 





pal <4 TF! 











May Issue 


The Fitzgerald Manufacturing Company Good Housskeaping 


Torrington, Conn. 


| The Fitzgerald Manufacturing Company, Dept. 4-M, 
| Torrington, Conn. 

Gentlemen: Kindly send me full information on the 
| Magic Maid together with details of sales methods 
4 and sales helps. 








ny 


Name_ 





Address Se ad a oe oe! 


| 
| 


The new branch house should fur- 
nish a large part of this desired in- 


| crease in volume in 1931, but this 


| wholesaler must also increase the 


business of his main house if he is 
to meet the bogey which he has set 
for himself. He cannot expect to 
open very many new accounts be- 
cause he is already selling most of 
the desirable accounts and no job- 
ber can expect to sell all the ac- 
counts in his territory. 


Consequently his problem is to 


| sell more merchandise to the ac- 


counts already on his books. He 


_ has been doing a good job on elec- 


tric ranges and now is planning on 


_ adding a line of water heaters which 
' can be sold to the same dealer out- 


lets. Practically all lines used by 
contractors are already handled with 
the exception of tools. The addition 
of a representative line of wireman’s 


_and contractor’s tools should result 


in increased sales to his contractor 
accounts. These same items can in 


|/many cases be sold to industrial 


plants. 
Little has been done to date with 


| telephone and signal equipment with 


the exception of a hospital nurses’ 
call system sold last year. There are 


| few apartment houses in the terri- 


tory which would offer a field for 
apartment house telephones. How- 


| ever there is an excellent field for 


signal equipment among this jobbers’ 


_ industrial accounts. If his industrial 
| specialist were to devote some study 


' to this 


line and then conduct a 
strong campaign among his custom- 
ers, considerable new business should 
result. 

Although a good job has been 
done on motors, the sale of ventilat- 
ing equipment has been compara- 


| tively small. There is an excellent 


opportunity to build up this business 
by selecting certain contractors and 
cooperating with them on a cam- 
paign to sell kitchen ventilators to 
homes and larger equipment to res- 
taurants and stores. At the same 


_time a drive on ventilating equip- 





ment by the industrial specialist 


| should uncover many good prospects 


among his customers. 
If these suggested lines are taken 


| on, one at a time, and aggressively 


merchandised and with his branch 
house beginning to produce, we be- 
lieve this wholesaler will achieve his 
bogey for 1931. 
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“Jo Help You Sell 
More DIEHL FANS 
in 193] 











ON'T wait until hot weather arrives before 
furnishing your dealers with an adequate sup- 


ply of Diehl Fan Sales Helps. 


These attractive selling aids, when properly put 
to use, will work wonders in moving fan stocks 
and helping you attain record fan profits—but 


they must be on the job before the mercury 
starts to climb! 


Window displays, booklets, stuffers, counter 
cards, cuts, mats, etc.—all are yours for the 
asking. Do it now! 


Electrical Division of 
THE SINGER MANUFACTURING COMPANY 
Elizabethport, N. J. 


Atlanta Chicago Boston Columbus Dallas New York Philadelphia St. Louis 
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WADSWORTH 


] 


8 
4 
3 
> 


If you Sell on the 
“Basis” 


of Quality, Service and Satisfaction 


This Wadsworth Accessible Fuse Meter 
Service Switch with Range and Lighting Cir- 


cuits is the switch for your line. 


This switch will meet contractors installation 
problems, and the approval of Inspectors and 
Central Stations and give the user of elec- 
tricity a 


“S A FE” 
“ADEQUATE WIRING” 
RANGE INSTALLATION 


Write for Bulletin No. 23 for complete information. 








The WADSWORT TRICMFGE INC. 











Claude G. Matthews 
(Continued from Page 20) 


disappeared. Matthews took the sail- 
orman’s job and on top of that the 
chief clerk asked him if he could 
handle the third clerk’s job. This 
brought him $30 a month more. 

He lost this job when the boat laid 
up in November, 1903. At this time 
he went to work for the Conroy Co., 
St. Louis, dealers in pianos and dis- 
tributors for moving picture ma- 
chines and photographs. While on 
this job he was loaned out as a mov- 
ing picture machine operator and had 
the honor of running off the first 


| three reel picture, “The Great Train 


Robbery.” Between times he deliv- 


_ ered phonographs, shot trouble, and 
| collected accounts. In 1904, the Con- 


roy Co. went into the World’s Fair 


' concession called “Jerusalem,” in the 


operation of which our subject had 
quite a hand. 
In the summer of 1905 his electri- 


cal experience steered him to Hous- 


ton, Tex., where he worked for an 
electrical contractor as a wireman. 


| This lasted until November, 1906, 
| when he went back to St. Louis 
' to work for the Missouri Bell Tele- 
| phone Co., as an electrical mainten- 
_ ance man on all St. Louis exchanges. 


In June, 1907, Mr. Matthews went 
to work in the district engineer’s 


| office of the Westinghouse Electric & 


Manufacturing Co. as an erecting 


Many readers will recognize J. C. 
“Jimmie” Major, who was for many 
years a representative of Pass and Sey- 
mour in the south. He is now city 
salesman for the Gilham Electric Co., 
Atlanta, Ga., in fact he is a specialist, 
concentrating on electrical contractors 
and industrial accounts, assisting P. C. 
Gilham, Jr. 
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What a Relief! 


Read what this chief —_ 66 Since I put these TRICO fuses on that furnace 


electrician of an I have been relieved of the constant strain I was 








internationally known under of fearing that fuses might blow while running 
industrial said a heat. Before I used your fuses, the others would 
blow not less than twice a week. I have had your 
S| a ae Oe er fuses on for four months and not once did they blow. 
with three 400-amp. 250- volt I used to think your talk about fuses—time lag, etc. 
a tag ego omg —was a lot ot bunk and sales talk, but now I know 
siammaans Wacuathent teelt wteet there is a difference in fuses.?9 
— been. made with TRICO (Name on Request) 





Superior Time Lag 


Originated and Pioneered by TRICO for 14 Years 





TRUE and dependable TIME LAG is best 


obtained by surrounding the fusible strip with Money-Saving Factors 
proper heat-absorbing powder. That is the i : } 

way TRICO fuses are made. The cooling No Premature Blowings rire ips 3s ig Fle ovae 
qualities of the powder, together with the No Unnecessary Shutdowns ies tea ona a pee tg 
heat-reducing copper-to-copper contacts, re- No Oxidized Contacts \ ance in mind rather than in- 


duces watt loss, another important money- : terchangeability of links. The 
saving factor : ’ ' No Charred Casings practical buyer prefers per- 


Copper-to-Copper Contacts formance. 
TRICO fuses are “time-tested.” Their Reduced Wat Loss And They Cost No More 


SUPERIOR TIME LAG and other factors Vie Gilde Bamcenablis Bases 
have abolished grief and saved money for SUPERIOR TIME LAG 


enthusiastic users for 14 years. 


“MME To secure these money 


TRICO FUSE MFG. CO., 1004 McKinley Ave., Milwaukee, Wis. 


“Powder- 


a Packed” 


REG. U. S. PAT. OFF. 



















: RENEWABLE FUSES FUSE PULLERS CLAMP FOR FUSE CLIPS | COLORTOP PLUG FUSES [NON-RENEWABLE FUSES 
ilt-in Money-Saving Factors. | For safe pulling of Fuses. Genuine | Reduces Resistance, Preserves Clips} Tells instantly the capacity of a Fuse Built for service, not 
5 ‘2 shock-proof horn fibre. 4 sizes. 3 ced Fuses. Sizes to fit ol Clips. co “— by its colors. 6 scones colors. <= _.. down to a price. oy 




















indamentally Correct. gee 
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MOOTH -RUNNING 


THREADS 


LEAN - CUTTING 


METAL 


The quality of raw materials selected, 
the precision in manufacture and the 
ease of workability of Fretz-Moon 
Conduit— much of which may not be 
apparent at first glance—is demon- 
strated simply and conclusively in 
the threads. 

Deep, sharp, clean, accurate — on 
every piece of Fretz-Moon Conduit 
you'll find this evidence of quality. 
Spin on the coupling—it turns free 
and fast. And the steel is unusually 
uniform—it cuts and threads clean 
on the job. 

Ease of installation has made Fretz- 
Moon Conduit popular with every- 
one who specifies or uses it. 

In three brands to meet all condi- 
tions—ENAMELITE, black enamel- 
ed inside and out—GALVITE, enam- 
eled inside and electro-galvanized 
outside—HOT DIPPED GALVITE, 
galvanized heavily both inside and 
out with a baked-on coat of enamel 
over the inside galvanizing. 


Fretz-Moon Conduit saves time, worry and 
money for everyone concerned. 


Fretz- Moon Tube Co., Inc. 


Butler, Penna. 





TRETZ-MOO 


RIG/D CONDUIT 














engineer, working on large isolated 
plant jobs, among them being the Ely 
and Walker Co., the Frye Manufac- 
turing Co., and the Anheuser-Busch 
Brewing Co. 

More valuable technical experience 
came to him early in 1909, when he 
went to work for the B. J. Arnold 
Co., Chicago, on the construction of 
the new “Frisco” railroad shops in 
Springfield, Mo. It was while on this 
job that he married. Years before 
when he was in Houston he had 
become acquainted with Miss Lillian 
Weatherford of that city, and in 
July, 1909, he sent for his fiancee 
and they were married in the old 
Metropolitan hotel on the thirteenth 
of that month. The Springfield papers 
got some very good copy out of this 
marriage, playing up the theme of a 
southern romance ending in Spring- 
field. 

When the Frisco job ended the 
first of August, 1909, the young 
couple went back to Houston. As 
usual the groom dropped into another 
fine job with the Houston Electric 
Co., which was the local street-rail- 
way organization. Here he was chief 
electrician at the car barns and the 
shops, and during his stay there the 
Galveston, Houston Interurban Rail- 
way was built. Later he learned 
ahead of time that he was slated for 
promotion to superintendent of ter- 
minals. Ordinarily this would have 
been very fine, but because he was 
newly married he didn’t care for it at 
all because the job demanded that he 
e subject to call for duty at any hour 
of the day or night. He did not want 
to refuse the promotion outright, and 
was wondering what to do when he 
received word from his good friend 
E. Wanamaker of the Arnold Co. 
that they were about to electrify the 
47th street shops of the Rock Island 
Railroad in Chicago. This involved 
the building of a power plant, so Mr. 
Matthews promptly secured a leave 
of absence and went to Chicago for 
this job, taking his wife with him. 

April, 1912, found them back in 
Houston with our subject as effi- 
ciency engineer for the Houston 
Electric Co. He was to make but one 
more change before settling down 
for life and that was his transfer in 
October, 1912, to Galveston as dis- 
tribution superintendent of the Gal- 
veston Electric Co. His activities in 
all these years had resulted in his 
acquiring a very broad knowledge of 
both people and material. His posi- 
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Another Recognition 
of the Jobber’s Salesman 





Advertisement appearing 
in the electrical and in- 


dustrial trade papers 


General Electric adds zustruments 
to its wholesale distribution 
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As a night light in the home 


A 


—the new 2 watt 
NEON GLOW LAMP 


NIQUE, extremely economical, the new 2 Watt 

Neon Glow Lamp has almost unlimited uses— 
as a night light in the home—a stroboscopic lamp in 
industry. Radiates from unbreakable metal disk— 
no fragile filament to break. Burns thousands of 
hours—and less than 5¢ worth of current a month! 
Fits standard socket. Operates on 110 Volts A. C. 
or D.C. 

This new Neon Glow Lamp has many uses in the 
home—in the bathroom, at head of stairs, in the 
garage, over house numbers, etc. Write for complete 
details—and the remarkable sales and profits pos- 
sibilities of this new Neon Glow Lamp. General 
Electric Vapor Lamp Co., 891 Adams Street, 
Hoboken, N. J. 


Join us in the General Electric Hour, broadcast every 


Saturday evening cn a nation-wide N. B. C. network, 


GENERAL @ ELECTRIC 
VAPOR LAMP COMPANY 


(Formerly Cooper Hewill Electric Company) 
41a © G.E. VL. Co., 1980 





THEY STAND 
THE TEST! 


EMINGRAY Glass Insu- 
lators combine high 
at one quality and a record of long 


protected by a and satisfactory service. . 
strict jobber A 
policy. | Concen- No wonder they continue to 


sales efforts on be “best sellers” for jobbers 


eo and their salesmen. Hem- 


Steady and profit- 7 
en gg arg ei ingray Glass Insulators are 
repeat business recognized as standard equip- 


for you. 
ment by your contractors. 


HEMINGRAY GLASS COMPANY 
MUNCIE INDIANA 





H 











EMINGRAY 
GLASS INSULATORS 








tions had called for a great deal of 
discussion, diplomacy, and salesman- 
ship. 

The result of all this was that 
when he accepted a position with the 
Western Electric Co., Dallas, he went 
directly into the field as a territorial 
salesman covering northeast Texas. 
This country was even then up and 
coming electrically, and the very 
nature of the territory required a 
wide knowledge of electrical material 
and methods on the part of the sales- 
man. Mr. Matthews had now found 
his proper place and was definitely 
pointed towards further development 
and promotion with a company which 
from the very first appealed to him 
as offering unusual opportunities. 

In June, 1917, he was transferred 
to San Antonio to open a sales office 
there, remaining there until Febru- 
ary, 1919. Then he was transferred 
back to Dallas as line material and 


| supply sales specialist. This position 
| he held until 1924 when he was made 
| assistant sales manager of the south- 
| west district. Even after he was made 
| sales manager in 1926 he continued 
| to concentrate on line material busi- 
' ness and built it up considerably. He 


spent at least 50% of his time 


| traveling because he desired to keep 
| up his close contact with the cus- 
tomer. 


On August 1, 1930, Mr. Matthews 


| was transferred to the Graybar house 
in Milwaukee as manager. He imme- 


diately began to make the same kind 


| of contacts and connections both 


socially and in business as he had 


| made in the south. While in Dallas 
| he had been a member of The 
| Kiwanis Club, the Dallas Electric 
| Club, the local chapter of the Ameri- 
' can Institute of Electrical Engineers, 
| Dallas Athletic Club, Cedar Crest 
| Country Club and the Chamber of 
| Commerce. He was and always will 


be directly concerned with commun- 
ity chest work and is always on some 


entertainment committee or other. 
| In Milwaukee he has already become 


a factor in the Electric League, being 


| a member of the finance and indus- 
| trial committees. 


His present hobbies are duck 


| shooting in season and golf whenever 


the weather is good enough. He was 
an ardent duck hunter while in the 
south and has already made several 
excursions in Wisconsin with friends 
among the contractors and jobbers. 
He is a member of the Milwaukee 
Athletic Club. 













April, 1981 THE JOBBER’S|JJ/SALESMAN 71 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


Paves the Way to 
Panelboard  —==& 
¢ Sales! —— 











The easiest selling is found only 
with products of quality, service 
| and reputation. Let us emphasize 
) the need of a good name, a well 
| known name. Continuously for 


years architects, electrical con- 
tractors, and industrial engineers 
have read about the ¢) line— 
the same story we know you need 
to tell to sell profitably. 


Ask the @& Man, study the @& Catalog, 
know the @ Line and expect results 


Arank Adam 





Atianta, Ga. 

L. A. Crow, 

64 Cone St.,N. W. 
Baltimore Md. 


312 S. Hanover St. 


Boston, Mass. 
J. J. Cassidy, 


Wolfe-Mann Mfg. Co., 


ST. LOUIS 


Kansas City, Mo. 
bert Baker, 

19 E. 14th St. 
Los Angeles, Calif. 
E. Zinsmeyer, 
1127 S. Wall St. 


ELECTRIC COMPANY 


Philadelphia, Pa, 
W. A. MacAvoy, Jr., 
244 North 10th St. 


Pittsburgh, Pa. 
Wm. A. MacAvoy, Jr., 
Dist. Mgr. 
RE. Thomas, Res. Mer 
Room 1004, 427 Fourth 


Ask the (FA) 





oi 231 Congress St. Memphis, Tenn. Ave. 
, »* Buffalo, N. Y. C. B. Rutledze, St. Louis, Mo. 
; d° Ralph E. Jones, 203 Monroe Ave. 0. a Rotman, : 
89 tel Ave. ; ; 65 Jindsor Place 
r > Rescue ve Minncenelle, tien. , : “sari Winnipeg, Man., Can. 
» a. » A. , n Francisco, if. Amalgamated Elec. 
= > Major Equipment Co., 422 Builders’ Ex. Bldg. ie Van Atta, — “4 _ 
ne., 340 Fremont St. 77 Notre Ds A 
. 4603 Fullerton Ave. ow Cone 677 Notre Dame Ave 
». Cincinnati, Ohio 203 Natchez Bldg. Tulsa, Okla. Calgary, Alberta 
< »° BE. F.Schurig, Magazine & Natchez Sts. P. E. Ebersole, Amalgamated Elec. 
105 BE. Pearl St. 214 S. Victor St. Co., Ltd., 
r Z New York 1301-11th Av. East. 
Clevelard. Ohio Fred Kraut, Toronto, Can. 
Frank Reske, 419 W. 54th St. Amalgamated Elec. Hamilton, Ont. 
S 684 The Arcade. New York City Co., Ltd ' a Amalgamated Elec. 
Dallas, Texas Omaha, Nebr. Gen. Sales Office, ,Co., Ltd., 
C R. S. Wakefield, B. J. Fleming, 372 Pape Ave. 18 Mary St. 
] 1814 Allen Bldg. 213 S. 12th St. Vanconver, Can. Montreal, Can. 
Detroit, Mich. Orlando, Florida Amalgamated Elec. Amalgamated Elec. 
Ss H. H. Norton, F. W. Knoeppel, %o., ' Co., Ltd., 
; 2683 Wabash Ave. 705 Lake Adair Blvd. Granville Island 1006 Mountain St. 
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QUALITY s PARAMOUNT! 


Economy Fuse & Mfg. Company 
CHICAGO, U.S. A. 



















April, 1981 | THE JOBBER’S[J]SALESMAN 73 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 








WHAT and WHERE 
to SELL 


N this section is contained 

a “Ready Reference” guide 
to the resale, contracting, in- 
dustrial, and commercial mar- 
kets. The information given 
should be considered in the 
light of a “Daily Reminder” 


to all jobbers’ salesmen of 
“What and Where to Sell.” 


Salesmen are invited to make any suggestions which will improve this section as a selling tool 
for them. Such criticism would also be appreciated from executives and sales managers of both 
wholesale and manufacturing concerns. 
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The Resale Market 


The numbers below indicate the actual outlets by their ratings: 


(1) excellent; (2) very good; (3) good; (4) fair. 
Al 





LASSIFICATION 
OF 
ELECTRICAL 
MERCHANDISE 


INERY 


BATTERY SHOPS 
CIGAR STORES 
STORES 
DRUG STORES 
FURNITURE STORES 
GIFT SHOPS 
JEWELRY STORES 
LAMPS AND SHADES 
TAIL 
OFFICE SUPPLIES 
PLUMBING AND 
REFRIGERATION 
SPORTING GOODS 
TOY SHOPS 
VARIETY STORES 


~}| AUTOMOBILE 
AY | HARDWARE 


H 
BATTERIES 


BROODERS 
CHRISTMAS 
TREE 


Gs |} CENTRAL STATI 


Ra |G 
Cy 
vu 
Ww 


“as 
ihe 
N 
& 


CHURNS 

CIGAR LIGHTERS 
CLOCKS 
CLOTHES DRIERS 
COOKERS 
CORDS 

CORD SETS 
CORN POPPERS 
CURLING IRONS 
DIMMER SOCKETS 
DISHWASHERS 
DOUGHNUT MOLDS 
EGG COOKERS 
EGG TESTERS 
EXERCISERS 
FANS 


FLASH LIGHTS ame | 
tag 9 LOGS 


|p 
S]u 


R9 SIN INT STNIN ISN TO 


/ 
/ 
~ 
/ 
/ 
/ 
/ 
ra 
oe 
/ 


WW | Gs ]Ro [Ad [Rs [Gy | &|% 
w [a] [TaN [S/N] 


i 
“a 


NIN PDSININ 


FLOOR POLISHERS 
ACTORS 

FUSES 

GRIOOLES 

GRILLS 

HAIR CLIPPERS 

HAIR DRYERS 

HEATERS, INSERT WALL 


WS) NINT& IN Jaa PIN 


HEATERS, PORTABLE 
HEATERS, WATER 
HEATER UNITS 
HEATING PADS 
HOT PLATES 
HUMIDIFIERS 

ICE CREAM FREEZERS 
INCUBATORS 
INSECT 

INSECTICIDE SPRAYERS 
IRONS 

IRONERS 


at te NIN IAQ 
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The Resale Market 


The numbers below indicate the actual outlets by their ratings: 
(1) excellent; (2) very good; (3) good; (4) fair. 























































































































































RRM TYPE OF RETAILER 
LASSIF! | M7) 4 Yn A wn] 0 w 
=s| r| <| ¢ [Zz lulu =< 3] Ola|%! 2 &| Si>9/2 WIZ 2<4 5} 4/02 
ELECTRICAL 188] ®| &| 2/2) O|SeitSlnr) i219) 2| 3] | offal 5 2A siaal go | 2) 
Ea] 2] 3] o [Se] oss s]40) Sis) 5] fo lw 4 3} ZlZ2)% |S GOClog z | H} a 
MERCHANDISE |8i| | S$} « [2 oF alEz<2} 2IG5] P| Floz| 3 olzdi¥ jeslovles| 5 | > | u 
29] & | 2| § (S| 2 ladle BIg 3) S25) © | 2I55| S| Sleale je 1S) 9 | 2 |g 
q]4| 8/518 [ala (ftjoz}] Pos] Go} Zix% S| Siz 16 z|~ |G g 
Lamps, AUTOMOBILE | / | / | 3 of 2} 3)\2 / 
LAMPS, INCANDESCENT | .3 / Sisal # oF x /\3 we 3 / 
LAMPS, HEALTH / /lsis ZF 2 |3 3 3 
LAMPS, DESKS OR OFFICE | 2/ 2 /| Az J\3|F1|FL3 1412 / Y val 
LAMPS, TABLE OR BOUDOIR / J\4AIV/ J \F%|2|¥FIZl|F 2 Y 4h 
LIGHTING FIXTURES / / /\3 Es 3 | WU F 
MILK WARMERS / ari, 31/7 13 a 3 
MIXERS, DRINK Sf mene 3I3|219 2413 ia 
MIXERS, KITCHEN / / / 2131/12 3 {3 
MOLDED SPECIALTIES | 3 213] /|2|/ x J/\3F 2 2 
HOUSEHOLD. UTILITY / 2 / a / |2 4 
OZONATORS / / / 
PAINT SPRAYERS / / / / / 
PERCOLATORS / 1 |\3\|/ AN} 21 / | 3) 2 317 3 
PLATE WARMERS / / i 2|2z 2 
RADIO SETS 313\2 / J/\8| j2\|3 a2 [\3 
RADIO TUBES 313 |4 A\|3|/\|2 3\3 2|3 J \3 
RANGES / 2 / 3 3|3 A\4 13 
REFRIGERATORS / 2 x / 
SEWING MACHINES / / F Z| 3 =. 
SKIN PATTERS we /\|2z 
SOLDERING IRONS | /|/ |2 .Ae* / 2\/ 
STEAM RADIATORS / x / 
TABLE STOVES JS / /\2| / FIZ | 2/12 2|3 
TAPE 2 2 /\2)\/ 2 f aS 
TEA POTS uf / /\| 37 “Ai “i2}/ | 3\|2 3} 4“ - 
TIE PRESSERS / AP ee a 2|2 
TOASTERS Va / J\3\/ MIF |2)/| 312 3|+ 3 
TOYS = 113|13 ets i2i2is J 2 
TRAINS a2 /|3\3 3}/|21|Z2\|3 fie 
TROUSER PRESSERS / 12-12 212 
URNS, COFFEE / 2ifis #1 #12! /\3 | JI\|4 
VACUUM CLEANERS | +f / / XY /\2 Ji 4 F|F 
VAPORIZERS / 
VENTILATING FANS ry 3 / | 3 3 2|3 3|/ 12 
VIBRATORS 2 1|2\/ ES 
VIOLET RAYS 4 11|21/ J 
WAFFLE IRONS |2| |2 Tl3\/ #l4¥|3 1/13 |B 34 3 
WASHING MACHINES / 2| 4 2 Ree EP 3 |4 
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THE CONTRACTOR MARKET FOR 


Residences and Apartments Commercial and 





Service and Meter Board Low-Tension System Temporary Wiring for 
Annunciators General and Sub-Contractors 
Cable: Lead, Rubber Covered Batteries Temporary Service 
Conduit and Fittings Bells and Buzzers Entrance Fittings 

2 ete Bell Transformers Entrance and Meter Switches 

1gic Burglar Alarms _ | Racks and Wireholders 
Ground Clamps : Conduit and Fittings Conduit and Fittings 
House Racks and Wire-Holders Fibre Flexible 
Service Fittings Rigid Rigid 
Switches, Entrance and Meter Floor Treads Armored Cable and Fittings 
Wire, Rubber-Covered Push Buttons Wire and Cable 
Pm Mail Boxes Rubber Covered 
Distribution System Outlet Boxes Weatherproof 
Speaking Tubes Enclosed Switches 
Telephones, Private Cut-outs and Boxes 
Telephone Receptacles and Plates |Fuses 
_for City Service Receptacles 
Thermostats Sockets, Brass Shell 
Wire—Annunciator —Porcelain 
o- —Damp Proof —Weatherproof 

ble and F r 

Ca —— d ittings —Telephone Motors and Control 
: . mn Is and Plugs 
Non-Metallic Radio Wiring Heavy Duty Cords an 6 


Loom Antenna Circuit Reflectors 

Knobs, Tubes, Cleats Ground Circuit Flood Lights 

Boxes: Cut-out Radio Receptacles and Plates Lamp Guards 
Floor Central Radio System Incandescent Lamps 


Outlet : 
See Manne Exterior Outlets 
Box Hangers General Lighting a 
Decorative Lighting Bus Bars and Fittings 


Cut-outs 
secre Laing Far ao 


Fixture Studs including Incandescent Lam . 
Rubber Covered Wire and Cable . — Fibre 


Convenience Outlets in Every Wall Miscellaneous ; Rigid 
Receptacles: Bulls-Eye Bolts: Carriage, Expansion, Stove, Ground Clamps 


—Heavy Duty Machine, Toggle Racks and Wireholders 

Fan Hangers Connectors: Cable Service Fittings 

Switches: Door —Wire Switches, Entrance and Meter 
—Enclosed Fuses Switchboard 
—Flush and Surface Locknuts and Bushings Wire, Rubber Covered 
—Single-Pole Pipe Straps 
—3 and 4-Way ‘Screws: Lag, Machine, Wood Low-Tension System 

Plates : Combination Solder and Paste 
—Convenience Outlet Tape, Friction and Rubber Annunciators 


—Receptacle Tools (see opposite page, Col. 3) _ | Batteries . 

—Switch ‘Additional Items for ee ae ee 
Conduit and Fittings 

. . — Apartment Houses Door and Window Trips 

Including Special Circuits for Service or Transformer Vault Floor Duct and Fittings 


Bus-bars 7 

Clocks Switchboard “tol hac 

Boxes, Floor and Outlet 

Receptacles and Plates 

Telephones, Private 

Transformers: Bell and Signal 

Wire, Annunciator 
—Damp-proof Office 
—Telephone 

er Special Circuits for 

oe Fire Alarms 

Garage, Outlets for Elevator Signal Systems Inter-Office Call Systems 
Lighting Pumps Telegraph Call Signals 
Engine Heater Low Tension System Private Telephone Systems 
Vacuum Cleaner ‘Apartment House Telephone System) City Telephone Service 
Work Bench [Door Openers Thermostatic Temperature Control 


Panelboards 
Conduit: Rigid 
—Flexible Metal 
Conduit Elbows and Couplings 
Conduit Fittings 
—Hangers 


Service or Transformer Vault 


Fireplace Logs Transformers 
Insert Wall Heaters Distribution System 


Laundry Appliances Power Panels 

Medicine Cabinets Distribution Panels 

Oil Burner or Stoker Sub-meters 

Range Exit Lights 

Refrigerator Special Circuits, Motors and 
Ventilating Fans Control for 
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NEW CONSTRUCTION WORK 


Public Buildings 





Distribution System 
Power Panels 
Distribution Panels 
Sub-Meters 
Conduit,Flexible and Rigid 
Conduit Elbows and Couplings 
Conduit Fittings 
Conduit Hangers 
Conduit Nipples 
Conduit Plugs 
Conduit Base and Fittings 
Chase Nipples and Couplings 
Floor Duct and Fittings 
Overhead Duct and Fittings 
Cable and Fittings 
Armored 
Non-Metallic 
Surface Metal Raceway and Fittings 
Wire and Cable 
Cable Supports 
Soldering Lugs 
Boxes: Cable 
Concrete 
Conduit 
Floor 
Metal 
Switch 
Box Covers 
Federal Bushings 
Fixture Studs 
Convenience Outlets 
Fan Hangers 
Receptacles 
Switches: Enclosed 
Flush 
Surface 
Plates: Combination 
Convenience Outlet 
Receptacle 
Switch 
Exit Lights 
Special Circuits, Motors and 
Control for 
Electric Signs 
Elevators 
Elevator Signal Systems 
Flood Lighting 
Pumps 
Stokers and Oil Burners 
Vacuum Cleaners 
Ventilating Apparatus 
Lighting Fixtures 
including Incandescent Lamps 
(see next page, Column 1) 
Miscellaneous 
Bolts: Carriage, Expansion, Machine, 
Store, Toggle 
Connectors, Cable and Wire 
Fuses 
Locknuts and Bushings 
Pipe Straps 
Screws: Lag, Machine, Wood. 
Solder and Solder Paste 
Tape, Rubber and Friction 
Tools (see Third Column) 








Commercial Garages 


Air Compressors 
|Automatic Parking Systems 
Brake Testing Machines 
Car Greasing Apparatus 
Car Washing Apparatus 
Door Openers 

Gasoline and Oil Pumps 
Machine Tools 

Portable Tools 

| Vulcanizers 





*Hotels and Clubs 


Auto and Taxi Calls 
Central Radio System 
Paging System 

Cooking Equipment 
Kitchen Machinery 
Laundry Machinery 
Refrigeration Machinery 
|Barber and Beauty Shop 
Valet 


*Hospitals and Institutions 


Central Radio System 
Emergency Lighting 
Nurses Call System 
Fluoroscopic Laboratory 
Therapeutic Laboratory 
X-Ray Laboratory 
‘Operating Room Equipment 
Cooking Equipment 
Kitchen Machinery 
|Laundry Machinery 
Refrigeration Machinery 


Stores 


Beauty Parlors 

Interior Signs 

Restaurant 
Cooking Equipment 
Kitchen Machinery 
Refrigeration Machinery 

Show Case Lighting 

Show Window Lighting 


Theatres 


Auto and Taxi Calls 
Projection Booth Equipment 
Sound Equipment 
Spot Lights 
Stage Equipment 
Border Lights 
Foot Lights 
Dimmers 
Panels 
Stage Pockets 
Switchboards 











*See “COMMERCIAL MARKETS” for Itemized List of Equipment. 


Additional Circuits and Control for 


*Schools 
Central Radio System 
Program System 
Emergency Lighting 
Assembly Hall 
Projection Booth 
Sound Equipment 
Stage Lighting 
Domestic Science Rooms 
Cooking Equipment 
Laundry Machinery 
Sewing Machines 
Laboratory Apparatus 
Manual Training Shops 
Electrical 
Forge 
Machine 
Pattern Making and Molding 
Restaurant 
Cooking Equipment 
Kitchen Machinery 
Refrigeration Machinery 


Industrial Buildings 
(See Industrial Market) 








Tools for All Jobs 

Armored Cable Tools 

Boring Machines 

Braces and Bits 

Circuit Testers 

Cutters, Bolt and Box 

Drills, Portable and Bench 

Fish Tape and Grips 

Grinders 

Hack Saws and Blades 

Hammers, Electricians 

Hammers, Electric 

Hickeys 

Hoists, Chain and Electric 

Knockout Punches 

Ladders 

Pipe Benders: Hand, Hydraulic 

Pipe Cutting and Threading 
Machines 

Pipe Tongs 

Pliers, Electricians 

Power Drives 

Punches 

Reamers 

Reels 

Saws: Hand, Electric and Rotary 

Screw Drivers: Hand, Electric 

Shears: Bar, Electric 

Solder Dippers 

Stocks and Dies 

Torches: Blow, Cutting 

Water Pumps 

Wire Measuring Machines 

Wire Grips 

Wire Strippers 

Wrenches: Pipe, Socket 

Vises and Vise Stands 











~ 


( 
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THE CONTRACTOR MARKET (Continued) 





LIGHTING | 
EQUIPMENT | 
Commercial 


Industrial 
Outdoor 


Residential 





Commercial Units 
(ceiling and pendant) 
Direct 
Indirect 
Semi-Indirect 
Enclosed Glass 
Opal 
Polycase 
Prismatic 
Concealed Reflectors 
Corridor Units 
Daylight Units 
Floodlights 
Goosenecks 
Hospital Units 
Industrial Units 
Adjustable Arm 
Acid Proof 
Dust Proof 
Vapor Proof 
High Mounting 
Interior Signs 
Outdoor Standards 
Pit Units 


Show Window 
Foot Lights 
Floodlights 
Reflectors 
Spot Lights 

Special Reflectors for 
Bank Cages 
Cove Lighting 
Pictures 
Refrigerators 
Signs 
Show Cases 
Wall Cases 


Street Brackets 


Standard Reflectors 
Angle 
Cone 
Concentrating 
Distributing 
Flat 
Half 
Parabola 
RLM Dome 
Theatre 
Aisle Lights 
Border Lights 
Foot Lights 
Stage Lights 
See Manufacturers’ Bulletins on Special 
Applications for: 
Airports 
Banks 
Churches 
Clubs 
Floodlighting 
Hospitals 
Industrial Plants 
Office Buildings 
Residences 
Schools 
Service Stations 
Show Rooms 
Show Windows 
Sport Lighting 
Street Lighting 
Theatres 




















MAINTENANCE AND REPAIRS 


Motors, Industrial Plants, Commercial and Public Buildings, Signs, Etc. 


INSTALLATION OF EQUIPMENT 


Oil Burners, Pumps, Refrigeration. Low-Tension Signals, Motor-Driven Machinery, 
Ranges, Water Heaters, Sound Equipment, Stokers, Etc. 


Accessories 


Attachment Plugs and Caps 

Batteries 

Bead Chain 

Color Caps 

Drop Lights, Complete 

Extension Cords, Complete 

Fixture Cord and Wire 

Portable Cords: All-Rubber, Art-Silk, 
Cotton, Heater, Lamp, Weather- 
proof 

Cord Connectors 

Flashlights and Batteries 

Fuses: Plug, Enclosed, Renewable 

Fuse Links 

Fuse Wire 

Incandescent Lamps 

Lamp Coloring 

Lamp Guards 

Luminous Buttons and Pendants 

Molded Specialties 

Shade Holders 

Solder and Solder Paste 


Insulating Materials 


Compounds, Filling and Sealing 

Cotton Cords, Twines and Sleeving 

Fibre 

Insulating Papers 

Mica 

Paints, Oils, Shellacs and Varnishes 

Tapes: Asbestos, Cotton, Friction 
Mica, Rubber, Varnished Cloth 

Varnished Cloth and Silk 


Lighting Equipment 
Glassware Replacements 
Reflector Replacements 
Additional Units 

(See First Column this page) 


Low-Tension Equipment 


Annunciators 

Bells and Buzzers 

Desk Buttons 

Door and Window Trips 

Floor Treads 

Gongs 

Insulated Nails and Staples 

Push Buttons 

Telephones 

Wire, Annunciator 
Damp-proof Office 
Telephone 


Tools (See List for New Construction) 


Wiring Materials 


Armored Cable 
Armored Cable Fittings 
Boxes: Cable and Loom 
Concrete 
Conduit 
Cutout 
Floor 
Outlet 
Switch 
Utility 
Box Covers 
Box Hangers 
Busbars and Fittings 


Cable: Armored 
Non-Metallic 
Lead-Covered 
Park 
Rubber Covered 
Stage 


Capacitors 
Connectors, Cable and Wire 


Conduit: Fibre 
Flexible Metal 
Rigid 
Conduit Elbows and Couplings 
Fittings 
Hangers 
Nipples 
Plugs 


Cutouts: Plug 
Enclosed 


Federal Bushings 

Fixture Studs 

Floor Duct 

Fuse Blocks 

Knobs, Tubes and Cleats 
Locknuts and Bushings 

Surface Metal Raceway and Fittings 
Overhead Duct and Fittings 

Panel Boards 

Pipe Straps and Clamps 


Plates: Blank 
Combination 
Radio 
Receptacle 
Switch 
Telephone 


Receptacles: Flush 
Heavy-Duty 
Radio 
Sign 
Surface 
Weatherproof 


Rosettes: Brass Shell 
Porcelain 
Weatherproof 


Steel Tubing 
Soldering Lugs 


Switches: Canopy 
Enclosed 
Entrance 
Flush 
Knife 
Meter 
Motor Starting 
Panel 
Pendant 
Pull Cord 
Remote Control 
Safety 
Surface 
Time 

Weatherproof Fittings 


Wire: Asbestos Range 
Rubber Covered 
Slow Burning 





Weatherproof 
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COMMERCIAL MARKET for ELECTRICAL EQUIPMENT 





Hotels and Clubs 


For General Use 


Air Purifiers 

Auto and Taxi Calls 
Central Radio System 
Clocks for All Rooms 
Cord Sets 

Exit Lights 

Fire Alarm System 
Floor Scrubbers 
Illuminated Ornaments 
Incandescent Lamps 
Lighting Fixtures 
Paging System 
Portable Lamps 
Telephones, Private 
Vacuum Cleaners 
Ventilating Fans 


Barber and Beauty Shops 


Curling Irons 
Hair Clippers 
Hair Driers 
Sterilizers 

Sun Lamps 
Water Heaters 


Guest Rooms 


Bed, Desk, Floor and Table Lamps 
Fans 


House Physicians 


Sterilizers 
Sun Lamps 
Vibrators 
Violet Rays 


Laundry 


Driers 

Flat Irons 

Ironing Machines 
Washing Machines 


Kitchen and Serving Stations 


Broilers 

Coffee Mills 

Coffee Urns and Urn Heaters 
Doughnut Molds 
Drink Mixers 

Egg Cookers 

Fireless Cookers 
Food Mixers 

Food and Plate Warmers 
Fruit Juice Extractors 
Fudge Warmers 
Griddles 

Grills 

Hot Plates 

Ice Cream Freezers 
Ovens 

Ranges 

Sandwich Toasters 
Toasters, Commercial 
Steam Tables 

Waffle Irons 


Lobby 


Fireplace Logs 
Desk, Floor and Table Lamps 
Radio Sets 


Rental to Guests 


Curling Irons 
Exercisers 

Fans 

Hair Driers 
Heating Pads 
Midget Radio Sets 
Sun Lamps 


Valet 


Tailor Irons 
Tie Pressers 











Hospitals and Institutions 


For General Use 


Air Purifiers 

Auto and Taxi Calls 
Central Radio System 
Clocks for All Rooms 
Cord Sets 

Emergency Lighting 
Exit Lights 

Fans 

Fire Alarm System 
Flash Lights and Batteries 
Floor Polishers 

Floor Scrubbers 
Incandescent Lamps 
Lighting Fixtures 
Nurses’ Call Systems 
Portable Lamps 
Telephones, Private 
Vacuum Cleaners 
Ventilating Fans 


Kitchens and Serving Stations 


Broilers 

Coffee Mills 

Coffee Urns and Urn Heaters 
Double Boilers 
Doughnut Molds 
Drink Mixers 

Egg Cookers 

Fireless Cookers 
Food Mixers 

Food Warmers 

Fruit Juice Extractors 
Fudge Warmers 
Griddles 

Grills 

Hot Plates 

Ice Cream Freezers 
Ovens 

Percolators 

Plate Warmers 
Ranges 

Sandwich Toasters 
Toasters, Commercial 
Steam Tables 

Waffle Irons 


Laundry 


Driers 

Extractors 

Flat Irons 

Ironing Machines 
Washing Machines 


Laboratories 


Fans 

Hot Plates 
Immersion Heaters 
Lamps, Adjustable 
Sterilizers 


Operating Room 
Special Lighting Units 


| Sterilizers 


Ventilating Fans 


Wards and Private Rooms 


Atomizers, Therapeutic 
Bed Lamps 

Cigar Lighters 
Curling Irons 
Dimming Sockets 
Exercisers 

Hair Clippers 
Hair Driers 
Heating Pads 
Midget Radio Sets 
Sun Lamps 
Vibrators 

Violet Rays 








Schools 


For General Use 


Air Purifiers 
Annunciators 

Central Radio System 
Clocks for All Rooms 
Cord Sets 

Emergency Lighting 
Exit Lights 

Fans 

Fire Alarm System 
Floor Polishers 

Floor Scrubbers 
Gongs 

Incandescent Lamps 
Lighting Fixtures 
Portable Lamps 
Program System 
Telephones, Private 
Vacuum Cleaners 


Assembly Hall 

Radio Set 

Stage Lighting Equipment 
Class Rooms 

Radio Sets 


Hospital or Infirmary 


Exercisers 


| Heating Pads 


Sterilizers 
Sun-Lamps 
Vibrators 
Violet Rays 


Laboratories 


Fans 
Hot Plates 
Immersion Heaters 


| Lamps, Adjustable 
| Sterilizers 


Restaurant and 
Domestic Science Room 


| See Kitchen under Hospitals 





Manual Training Rooms 


Blowers 

Electric Tools 
Glue Pots 

Lamps, Adjustable 
Motors 

Soldering Irons 


Restaurants 


For General Use 


Air Purifiers 

Auto and Taxi Calls 
Exit Lights 

Floor Polishers 
Floor Scrubbers 
Incandescent Lamps 
Lighting Fixtures 
Vacuum Cleaners 
Ventilating Fans 


Dining Room 

Cigar Lighters 
Clocks 

Fans 

Individual Percolators 
Individual Toasters 
Radio Set 

Table Lamps 


Kitchen 


See under Hospitals. 
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INDUSTRIAL MARKET 

















RVICE INOUSTRIES MANUFACTURING INDUSTRIES 














| I L | 
EXTRACTIVE PUBLIC PUBLIC CONSTRUCTION 
INDUSTRIES UTILITIES WORKS 

















Metal and Non-Metallic- | Electric Light & Power —_ Highways and Streets Construction Companies 
Smelting & Refining (See Below) Companies Waterworks and Sewerage General and Sub-Contractors 
Coal Gas Companies Irrigation & Reclamation 
Quarries (See Process Industries) Harbors, Rivers, Canals 
Petroleum and Natural Gas Marine 

Steam Railroads 

Electric Railways 

Automotive . Transportation 

Passenger 
Freight (Trucking companies) 
Telephone Companies 
































PROCESS FOOD — METALREFINING METALWORKING TEXTILE WOOD MISCELLANEOUS 
INDUSTRIES INDUSTRIES INDUSTRIES INDUSTRIES INDUSTRIES INDUSTRIES iNDUSTRIES 


Acids, Chemicals and Bakery Products Smelting & Refining Mech. Machinery Cotton Goods Logging Camps& Leather Footwear 
Chemical Preparations Canning & Preserving Non-Ferrous Electrical Machinery, Knit Goods ~ Mills Marble & Stonework 


Brick and Other Clay Confectionery Blast Furnaces Equipment & Radio Woolen and Independent Planing Mills Tobacco 
Products and Ice Cream Steel Works and +Automotive Worsted Goods Furniture Musical Instruments 


Coke Dairy Products — Rolling Mills Cars & Locomotives Clothingand Boxes and Phonographs 
i nena Flour & Grainmill Products Ship &Boat Buildings Fur Goods Paper Products 


Explosives Slaughtering and Railroad Repair Shops Silk Goods Printing & Publishing 
Fertilizers Meat Packing lron and Steel Products 


Glass Manufactured Ice Metal Products other 
Leather than"lron and Steel” 
(Tanned, Curried and Finished) 

Lime and Cement 

Manufactured Gas 

Oil, Cottonseed and Linseed 

Paints and Varnishes 

Paper and Wood Pulp 

Petroleum Retining 


Rayon 
ber Goods 
ow 4 Refining 
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THE INDUSTRIAL MARKET 





Conduit: Fibre 
Flexible Metal 
Rigid 
Conduit Fittings 
Conduit Hangers 
Locknuts and Bushings 
Steel Tubing 
Cable, Armored 
Non-Metallic 
Cable Fittings 
Connectors, Cable and Wire 
Surface Metal Raceway and Fittings 
Overhead Duct and Fittings: 
Bus, Trolley, Wire 
Wire— 
Annunciator 
Damp Proof 
Fixture 
Fuse 
Magnet 
Resistance 
Telephone 
Wires and Cables 
Asbestos 
Bare Copper 
Galvanized 
Mining 
Parkway 
Rubber Covered 
Slow Burning 
Stage 
Trolley 
Varnished Cambric 
Weather Proof 
Wire Holders 
Cords— 
All-Rubber 
Fixture 
Heater 
Lamp 
Portable 
Weather Proof 


Boxes 

Cable 

Concrete 

Conduit 

Floor 

Metal 

Switch 

Box Covers 
Wiring Devices 

Fuses 

Receptacles and Plates 

Sockets 

Switches and Plates 
Panel Boards 
Switchboards and Fittings 
Bus-Bars and Fittings 


Switches 
Enclosed 
Float 
Knife 
Oil 








Meter 





Wiring and Maintenance Items 


Switches—Continued 
Motor Starting 
Safety 
Time 
Circuit Breakers 
Capacitors 
Relays 
Resistors: 
Current Limiting 
Grid 
Rod 
Weather Proof Fittings 
Incandescent Lamps 
Lamp Guards 
Lamp Coloring 
Insulating Materials 
Compounds, Filling and Sealing 
Cotton Cords, Twines and Sleeving 
Fibre 
Mica 
Paints, Oils, Shellacs, Varnishes 
Papers 
Tapes: Asbestos, Cotton, Friction 
Mica, Rubber, Varnished Cloth 
Varnished Cloth and Silk 
Transformers 
Auto 
Bell 
Current and Potential 
Distribution 
Power 
Sign 
Signal 
Meters 
Instruments 
Portable 
Switchboard 
Tools, Electricians 
(See list under Contractor Market) 
Tools, Linesman’s 
Poles 
Cross-Arms 
Pole Line Hardware 
Trolley Hardware 


Insulators 

Glass 

Mine 

Porcelain 

Strain 

Insulator Supports 
Pot Heads 
Lightning Arrestors 
Choke Coils 


Equipment Items 
Batteries 
Clocks 
Cooking Equipment for 

Cafeterias, etc. 
(See Hotel Kitchens under 

Commercial Markets) 
Emergency Lighting Systems 
Generators 


Heaters 
Air 
Cartridge 
Radiant 
Space 
Unit, Fan Type 
Humidifiers 


Laboratory Equipment 
Hot Plates 
Immersion Heaters 
Lighting Equipment 
Adjustable Arm Fixtures 
Acid Proof Units 
Dust Proof Units 
Floodlights 
Glasssteel Diffusers 
Glassware 
High Mounting Units 
Ornamental Standards 
Reflectors: RLM, Cone, 
Extensive, Intensive 
Street Brackets 
Vapor Proof Units 
Servicing Hangers 
Motors and Control 
Automatic Control 
Motor Starting Switches 
Remote Control 
Pulleys: Fibre, Iron, Steel 
Miscellaneous 
Glue Pots 
Paint Sprayers 
Soldering Irons 
Solder Pots 
Ovens: Annealing, Baking 


Portable Tools 
Blowers 
Buffers and Polishers 
Electric Hammers 
Electric Drills 
Electric Saws 
Electric Screw Drivers 
Grinders 
Metal Cutters 
Sanders 
Pumps 
Rectifiers 
Rectifier Elements, Dry 
Rectifier Tubes 
Refrigerating Equipment 
Regulators: Voltage, Current 
Signal Equipment 
Annunciators 
Bells and Buzzers 
Burglar Alarms 
Call Systems 
Fire Alarms 
Gongs 
Sirens 
Telephones 
Supervisory Equipment: 
Power, Signal 
Ventilating Equipment 
Blowers 
Exhaust Fans 
Man-Cooling Fans 
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MANUFACTURERS’ 


Trumbull Transfers 
J. L. Beebe 


Beebe, formerly northwestern 


}. 1. 


representative for Trumbull Electric 


Manufacturing Co. in Seattle, has 
been transferred to Oakland, Calif., 
where he has become a member of 
the company’s sales force of the 
Pacific division of the Trumbull 
Electric Manufacturing Co. 


* Ok x 


Electrical Associates Open 
Club 

The Electrical Associates Club has 
been opened in the Hotel Breslin, at 
Broadway and 29th St., New York. 
Tables have been reserved in the din- 
ing room for the use of the associates 
and their friends, every day for both 
luncheon and dinner. The clubroom, 
located on the first floor, is open every 
Tuesday from noon untii midnight. 

Albert S. De Veau, manufacturers’ 
representative in New York, is presi- 
dent of the club. 


* *k * 


Multi Purchases Supplemen- 
tary Line 

The Multi Electrical Mfg. Co., 
Chicago, recently purchased from the 
Markel Electric Products Co., Buf- 
falo, the patents, trade mark and 
equipment for the manufacture of a 
line of screwless commercial holders 
formerly marketed by the latter com- 
pany under the trade mark “Grip- 


News 


Current news of changes in personnel and location. 
Illustrations of new and improved products and an- 
nouncements of latest literature 


It.” These units will supplement the 
line of Multi commercial lighting 
fixtures for use in stores, offices and 
the industrial field. 

. 8 


Apex Purchase Fort Wayne 
Concern 
The Apex Electrical Manufactur- 
ing Co., of Cleveland, O., has pur- 
chased the entire electrical refrigera- 
tion business of the Wayne Home 
Equipment Co. of Fort Wayne, Ind., 
according to a statement made today 
by C. G. Frantz, president of the 
Apex Co., following a meeting of the 
board of directors. 
ww 


Reduction in “Sylvania” 
Lamps 

Iffective March 1, a reduction in 
list prices of “Sylvania” lamps was 
made by the Nilco Lamp Works, 
Inc., Emporium, Pa., for the follow- 
ing types: 1000 watt PS-52 white 
bowl lamps; 15 watt F-10 “Flame- 
tint” and white; 50 watt T-8 projec- 
tion lamp; and 36 watt A21 lamp. 
Also, the following additions have 


been made to the “Sylvania” lamp 
line: 1500 watt bow! lamp for general 
lighting service and 25 watt F-15 
ivory finish for decorative lighting. 


* * x 


Farnham and Cunningham 
Move 

Farnham & Cunningham, manu- 
facturers’ representatives, formerly 
at 307 South Hill St., Los Angeles, 
have announced the removal of their 
offices on April 1 to Room M-29 in 
the new Edison Bldg. Among the 
manufacturers represented by this 
firm are Schweitzer & Conrad; G. 
& W. Electric Specialty Co.; Conti- 
rental Diamond Fibre Co.; Wagner 
Electric Co., and Kellems Products. 


*k * x 


C. D. Wood Appoints New 
Distributor 

The line of the C. D. Wood Elec- 
tric Co., Inc., New York, will be 
distributed in eastern Pennsylvania, 
southern New Jersey, Delaware, 
Maryland, and the District of Co- 
lumbia, by the Craven Electric Sales 
Co., Philadelphia. 





Among those present when the Diamond Electrical Manufacturing Co., Ltd., 
division of Square D. Co., opened its new San Francisco plant at 130 Potrero 
Ave., were, left to right: Joseph Pengilly, of the original firm of Brown & Pen- 
gilly, which merged with the Diamond Electrical Manufacturing Co.; L. Siebert, 
Drendell Electrical Manufacturing Co.; Vernon Brown, president of the Diamond 
Electrical Manufacturing Co.; A. A. Schueler, sales manager, and Douglas Ken- 


dall, San Francisco manager. 
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Chicago Agency Formed 

William L. Geuder and Harry L. 
Wharton have formed the Crescent 
Electric Sales Corp., 624 W. Adams 
St., Chicago. They represent 


will 





W. L. Geuder 


H. L. Wharton 


the Crescent Insulated Wire & Cable 
Co., Trenton, N. J., in Wisconsin 
and Illinois. The company which 
will function as manufacturer’s rep- 


resentatives is interested in handling | 


new lines. 


Mr. Geuder has spent 25 years in | 


the electrical industry and was re- 
cently connected with the General 
Cable Corp. Mr. Wharton has spent 
20 years in the industry, his last 
position being with Stackhouse and 


Allen, Chicago. 3oth men = are 
widely known in the middle west 
territory. 
* * 2 
Rick and Selleg Adds 
New Line 


Rick and Selleg, 
ington St., Chicago, is now represent- 
ing the Union Insulating Co., Park- 
ersburg, W. Va. 








“Iron Hat 
as captured in Mobile, Ala. 


Two of Crouse-Hinds’ 
Dragoons,” 
On the right is T. J. Fleischer, district 
manager at Philadelphia, with Carl A. 
Hausman who makes the rounds in 
Dixie from Atlanta, Ga. 


549 W. Wash- | 














PREFERRED 


The NEW A. C. L. 


UTILITY RECEPTACLE 





Anticipating the growing need for 
additional convenience outlets and 
for compactness and ease in in- 
stalling same, the A.C.L. UTIL- 
ITY RECEPTACLE No. 60 has 
been developed. This new product 
is an outlet box, cable clamp and 
receptacle—all in one. It affords 
the easiest, cheapest, quickest, neat- 
est way to add an outlet. Con- 
tractors like it. 


A good item to push. 





because they’re 
easier to sell 


ODAY a jobber wants to 

handle a line that sells with 
a minimum of sales resistance, 
and we believe that A.CLL. 
“BETTER WIRING MATE- 
RIALS” gives but little sales 
resistance. Superiority of prod- 
uct, a vigilant maintenance of 
quality, a strict jobber policy, 
consistent advertising, mission- 
ary and creative work, and 
other sales helps are a few of 
the reasons why sales resis- 


tance is lessened on A.C.L. 
products. 
Contractors PREFER A.C.L. 


“BETTER WIRING MATE- 
RIALS” because they go into 
a job without grief—and stay 
there. 

Sell your customers XDUCT 
and ELECTRODUCT, Stand- 
ard Rigid Conduit, RED SEAL 
ABC Armored Bushed Cable, 
RED SEAL Metallic Flexible 
Conduit, A. C. L. Weather- 
proof Armored Cable and Con- 
duit, LOOMFLEX, non-metal- 
lic flexible conduit, LOOM- 
FLEX CABLE, non- metallic 
sheathed, and a complete line 


of BOXES and FITTINGS. 


AMERICAN CIRCULAR LOOM COMPANY, INC. 


233 Broadway . New York, N. Y. 


Offices in state Cities 
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BlueBell 


DOOR BELL TRANSFORMERS 


justify your 
confidence 


They are backed by sixteen 
years’ experience in the 
manufacture of good trans- 


Dependability is 


formers. 


built into every one, and 
each bears an unlimited 
The record of their past performance com- 


guarantee. 


bined with their good appearance and well-known name 
does much to eliminate sales resistance. 


Your Customers Know “BlueBells” by Name 


Killark Electric Mfg. Co. 


3940 EASTON AVE. 


X] 





ST. LOUIS, MO. 





A 














Q-D Rectangular Angle Re- 
flector and Fittings. Porce- 
lain enameled green out- 
side, white inside. Lamp 
s.ze 50 to 500 Watts. 

















There are many new and interesting 
items and helpful ideas in our Catalog 
No. 4. Turn to page 23 and note the 
variety of ways you can use Q-D 
Rectangular Angle Reflectors. Three 
types interchangeable fittings: horizon- 
tal, vertical and outlet box. All are 
obtainable with pull or keyless medium 
sockets. Mogul sockets in horizontal 
and vertical type for lamps 300 to 500 
Watts. 


The interchangeable features, flexibility 
and new ideas embodied in the Quad 
line evidence the alertness of our design- 
ers and engineers in meeting modern 
needs. 


QUADRANGLE MANUFACTURING CO. 


26 S. Peoria Street Chicago, III. 


pti 
\\ 
iil 
TLL Tae 
\\ 
> 
Hey 








H. W. Clough has been appointed 


| sales manager for the Belden Manufac- 
turing Co., Chicago. Mr. Clough has had 


nine years’ service with this company. 
His promotion has come with the adop- 


| tion of a new program which consoli- 
dates all Belden sales divisions under his 
| Management. 


News of G. E. Refrigeration 
Department 

Announcement has been made to 
the effect that T. K. Quinn who has 
been manager of the electric refrig- 
eration department of the General 
Electric Co., Cleveland, has been 
elected vice-president of the com- 
pany and has been named chairman 
of the company’s home appliance 
sales committee. 

P. B. Zimmerman who has been 
sales manager of the electric refrig- 
eration department has succeeded 
Mr. Quinn as manager and G. J. 
Chapman, formerly credit manager 
of the company’s incandescent lamp 
department at Nela Park, Cleveland, 
has been named assistant manager 
of the electric refrigeration depart- 
ment. : 

Two other promotions also were 
announced, M. F. Mahoney who has 
been assistant to the sales manager 
is now manager of the sales division 
and A. M. Sweeney, former assis- 
tant to the manager has been named 
manager of production. 

a oe 


Standard Makes Coast 
Appointment 
The Hunt & Mottet Co., Tacoma, 
Wash., have been appointed ware- 
house distributors, for Oregon and 
Washington, for the Standard Elec- 
tric Stove Co., of Toledo, O. 
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In line with its new expansion pro- | 
gram, the Metal Specialties Mfg. Co., | 
Chicago, has retained Stanly H. Twist | 
as sales manager. Mr. Twist will work 
in conjunction with L. W. Golder, treas- | 


urer and general manager of the com- 
pany. 


N.E.M.A. to Meet 


The spring meeting of the National 


Electrical Manufacturers’ Associa- | 
tion will be held at The Homestead, | 


Hot Springs, Va., May 18-23. 


* *«* * 


Westinghouse Reorganizes 
Merchandise Department 


A complete reorganization of the 
merchandising department to unify 
its sales efforts and to broaden and 
make more flexible its activities is 
announced by C. E. Allen, commer- 
cial vice-president of the Westing- 
house Electric & Mfg. Co., East 
Pittsburgh, Pa. 

The merchandising department, 
under the new arrangement, will be 
responsible for all products sold for 
the home, which, at present include 
refrigerators, radio receivers, ranges, 
heating appliances, fans, vacuum 
cleaners and water heaters. Farm 
lighting and water systems and, for 
certain applications, micarta, will also 
be under the jurisdiction of this de- 
partment later. 

Mr. Allen states in his announce- 
ment that the operations of the mer- 
chandising department are now sepa- 
rated into two main divisions, one 
under M. C. Morrow, sales manager, 
the other under F. R. Kohnstamm, 
director of merchandise. The sales 
manager is responsible for the entire 
sales organization and sales policies 
of the department. 











\ CRESCENT WIRE 


a a Look over the Crescent line before CRESCENT 


PRODUCTS 


“Crescent” 
tional Electric 


mediate or future business. Here = [°"* 


you fill your requirements for im- 


Rubber 
Covered Wireand 


are quality wires and cables)  Gihic 
. I ermediate Grade 
that will stand the test of “Rubber Covered 


Wire and Cable 

severe and constant use. “Imperial” 307 
° e Rubber Covered 
Built to meet a definite Wire and Cable. 
“Crescent” ,ead 

demand for high grade = Encased Wire 


and Cable 


insulated wire and “Crescent” A. B.C. 


Armored Bushed 
Cable. 
cable, the Crescent “Crescent” Lead 
. . ° Covered Armored 
line will win and = Goyer 


“Crescent’’ Flexible 


hold business Metallic Conduit. 
“Crescent” Var- 
for Y oO U . nished Cambric 
Cable Lead En- 
cased or Braide 
“Cresflex”’ y 
metallic Sheathed 
Cable. 
All kinds of special 
wires and cables. 
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PRODUCT 
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This com- 

pany is one 

of the three old- 
est manufacturers 


¢¢ 


ANN 


ih AAAAAS 


in this line of busi- 
ness—a statement that 


ae Pe ee See een ee ee 
‘ Z - , | q 
. Plt PP. ’ . 


has value only in its rela- 





tion to the way in which 
such long experience enables 








us to better serve our customers. 

We welcome the opportunity to 

enter into your wire-selling problems. 
Our representatives are located in 
principal cities. Call on them at need. 


(RES Wire and lable I 


CRESCENT ARMORED WIRE CO. 
TRENTON N.J. 


2 SS So OS ee ey 
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New Electrical Products, Illustrated 





66g IRCULAT-AIRE,” manufac- 

tured by the American Ap- 
pliance Co., Kalamazoo, Mich., pro- 
vides forced air, either heated or 
cooled, to be circulated instantly by 
a snap of the switch. The unit is 
said to be practically noiseless and 
positively fireproof. It is furnished 
in four colors: antique bronze; two- 
tone green; two-tone lavender, and 
mahogany, Its weight is 10 lbs. It is 
designed to plug into any wall or 
base board socket and is provided 
with a convenient handle and seven 
ft. of silk bound insulated wire, 
complete with attachment plug. The 
weighted feet are cushioned with 
felt pads. 


66 TOUR in One” groundsafe fit- 

ting No. 830 is a new achieve- 
ment by the Rattan Manufacturing 
Co., New Haven, Conn. It will fit 
the following sizes of water pipe: 
half inch, three-quarter inch, one 
inch, and an inch and a quarter, by 
a simple turn of the hand. There is 
nothing to take apart to make the 
change from one size to another. 
To install this fitting, it is only nec- 
essary to unloosen and tighten up 
one screw bolt, and a screw driver 
or wrench are the only tools re- 
quired. 








NEW electrically heated deep 

fat frying kettle has just been 
placed on the market by the West- 
inghouse Electric & Mfg. Co,, 
East Pittsburgh, Pa. It has auto- 
matic temperature control and elec- 
tric heat which is said to insure 
positive duplication of results. The 
kettle is sturdily constructed 
throughout, and is mounted on heavy 
steel legs, 10 in. high. Several sizes 
are available to meet different con- 
ditions. The use of electrical heat, 
automatically controlled, and _ the 
construction of the kettle, it is 
claimed, makes it possible to use 
the same fat over and over again. 


HE Daun-Walter Co., Milwau- 

kee, Wis., announces its new 
constant level oil control for the 
regulation of lubrication of all types 
of machine bearings and ways. The 
device consists essentially of a main 
reservoir with gauge to show the 
height of oil in reservoir, support- 
ing bracket, threaded lower exten- 
sion for oil lead connection and a 
filling cap on the top. It is claimed 
that the unit will replace the exact 
amount of oil used by a _ bearing 
when and as it is used. 


COMPLETE new line of heavy 

duty vapor-proof equipment 
has just been developed by the 
Ivanhoe Division of the Miller Co., 
Meriden, Conn. These units are 
designed to protect the lamp and 
electrical connections from smoke, 
dust, fumes and vapors. This line 
of equipment is available in the 
bowl, angle, flat, cone, dome and 
holder and globe only types, for 
use with lamps for 150 to 500 watt. 
They are of the latest improved 
construction, all metal parts, being 
of aluminum or brass, except the 
new reflector which is steel porce- 
lain enameled with the new Ivanhoe 
acid proof enamel. 











NEW porcelain screw ring re- 

ceptacle with cupped back and 
screw terminals, has been an- 
nounced by Pass & Seymour, Inc., 
Syracuse, N. Y. This new recep- 
tacle is for use with lighting fixtures 
and outlet boxes. The shell and 
ring are not glazed. 





66T.AN-LITE” No. 3, manufac- 

tured by the Mid-West Chan- 
delier Co., North Kansas City, Mo., 
consists of four folding blades which 
automatically open when the fan is 
turned on and fold back into place 
when fan is turned off. The fan 
is mounted above the motor, and is 
connected directly to the motor by 
four machine screws which pass 
through the casting to which the 
blades are attached. The blades are 
turned in counter-clockwise direc- 
tion. The folding mechanism is en- 
tirely ball bearing action which does 
not have to be lubricated. The 
motor is a 16-pole, squirrel cage, 
induction type. Lubrication is ac- 
complished by putting oil into the 
oil hole at the top of the rotor. 
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| Bull Dog Electric Appoints | —_ 
Representatives § REFRIGERATOR 
| The Bull Dog Electric Products| 
'Co., Detroit, has announced the ap-| CASE 


|pointment of Mullenbach Electrical | 

“tes outs Uictw em” | Manufacturing Co., 116 East 16th) LIGHTING 
|St., Los Angeles, as exclusive repre-| 
‘sentative and manufacturer of Bull 
| Dog products in southern California, | 
| Arizona and southern Nevada. The | 
Safety Switchboard & Manufactur- 
ing Co., 960 Howard St., San Fran- 
icisco, has been appointed to repre-| 
sent the Bull Dog company similarly 
in northern California and northern 
Nevada. 





No. 40 


No. 40 outside refrigerator reflector 
for T-10 standard base lamp for 


* * * surface wiring. 


A. C. Hirschman Promoted | 

A. C. Hirschman has been ap- 
pointed western district manager, 
Chicago office, of the Erie Malleable 
Iron Co., Erie, Pa., succeeding C. E. 
|Collier who has resigned. Mr. 
'Hirschman was formerly  south-| 
western district representative with 
| headquarters in St. Louis. Robert i aun pamuanieaiis Dees Seana, eas 
Roehrig will succeed Mr. Hirsch-| concealed wiring for new case 
man in St. Louis as southwestern | construction. 
district representative. Mr. Roehrig| 


REGISTERED Dg 
'was formerly with the old Commer-| 


cial Electrical Supply Co., St. Louis. | } ~ 
Split Knobs ies | oAY-BRite 


Consolidated Corporations 











No. 50 


No. 50 outside refrigerator reflector 





Moves Reflectors 
Consolidated Wire and Associated for 
Corporations announces the removal Stores Banks Scheols 


"Tuese are 


the safe, approved 
knobs for all types of 
residence wiring. They 
mean better jobs at no 
added cost. Bull Dog 
Split Knobs, together 
with Illinois Porcelain 
Tubes, Cleats and 
Solid Knobs form a 
complete line of stand- 
ard porcelain. 


of its offices, factory and warehouse 
from Green and Congress Sts. to) 
Peoria and Harrison Sts., Chicago. | 
The new location will enable the com- 
pany to increase its service. 


Art Galleries 


Interior Electric Signs 








Sold Through Wholesalers 











Above is illustrated a counter 
card designed to help you sell 
more Day-Brite’s. 


Illinois Electric Porcelain Co. 


Frank B. Williams, left, vice-president | 
of the Diehl Manufacturing Co., Eliza- 
| bethport, N. Y., and Harry C. Reading | 
of the Reading Electric Co., New York, 
recently went hunting birds. The results 
| were not made public, but from the smile 


Macomb, Illinois 





'on Mr. Williams’ face, it would seem 


that when he got through shooting there —RESLECTOR ny | je OMIPANY 
was nothing left for Mr. Reading to 3825 Laclede Ave- Saint Louis 
| shoot. ERE me 
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New Electrical Products, Illustrated 





HE “Hollywood” model home movie 

camera has been put into produc- 
tion by the Stewart-Warner Corp., Chi- 
cago. The amateur’s common difficulty 
in adjusting the lens to different light 
conditions is said to be eliminated by a 
simplified gauge attached to the lens, 
which, when turned to one of five plainly 
marked stops, admits the proper amount 
of light into the interior. Another de- 
velopment is a sound counter that 
“clicks” as, each foot of film passes the 
lens. It is supplemented by a regular 
visual footage indicator dial set in the 
side of the case. Made of duralumin 
throughout, this camera, with a full 100 
ft. film weighs three and a half pounds. 
It is complete with a leather bound car- H. RHODES, Inc. New 
rying case and strap. e Haven, Conn., manufactures 
a new “Mark-Time” switch which 
has a time element which will auto- 
matically turn off current at any 
predetermined time. The switch 
may be used as an ordinary switch 
when desired, or can be used to 
open a circuit by setting. The new 
switch is made in various types as 
to time intervals which may be sec- 
onds, minutes or hours. It can be 
obtained with either brass or bake- 
lite face plates. 














HE Hart and Hegeman Di- 

vision of the Arrow-Hart & 
Hegeman Electric Co., Hartford, 
Conn., announces a new fan hanger 
outlet. The unit fits into a “Stand- 
ard” four inch-square outlet box. 
It has four point suspension capable 
of supporting a weight many times 


greater than that of the fan. No. 
7750, shown, for clamp mounting, 
includes clamp. Two fastening 
screws go in mounting plate and 
upturned lugs hold clamp firmly 
against box cover. There is also 
No. 7751 for stud mounting. 





M )DEL 15 eight inch non-oscil- 
lating fan, recently introduced 
by the United Electrical Mfg. Co., 
Adrian, Mich., has as its features: 
an off-and-on switch; adjustable to 
any angle; an exceptionally heavy 
steel motor case, and self-aligning 
bronze bearings. This model is 
finished in cobra brown crackle. It 
is equipped with 110 volt, 60 cycle 
induction motor. 


HE Metropolitan Device Corp., 

Brooklyn, N. Y., has developed 
the “Murray” range and _ light 
switch, which is said to require one- 
third of the time that is usually 
taken to install separate units, ob- 
taining the same result. The switch 
is described as follows by the man- 
ufacturer: ‘60 amperes—125-250 
volt—3 wire A. C. only. Combina~ 
tion main fuses and switch, range 
fuses, meter test, meter board and 
four branch circuit fuses.” 





fs beapotnnge 58 bakelite outlet cap 
is one of the latest products of 
Ampex, Inc., Brooklyn, N. Y. This 
item is wired like any other cap and 
is said to have the additional advan- 
tage of always making an outlet 
available, since the cap itself again 
provides for a new one. 








HE General Electric Co., Sche- 

nectady, N. Y., has announced 
another floodlight especially de- 
signed for railroad yard lighting. 
The new light, designated as type 
“L-34” uses an ingenious resetting 
device at the trunnion and bases 
which enables the operator to re- 
turn the projector to its original 
position after it has been swung 
around for relamping. In addition, 
the reflector inside the housing has 
been offset, eliminating the horn 
and adding to the appearance of the 
projector. 
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Gerald Waldo Hart Passes 
Away 
Gerald Waldo Hart, founder and 
president of the Hart Mfg. Co., died 
at his home in Hartford, Conn., 
March 8, following a heart attack. 
He was born in New Britain, 


Conn., July 23, 1856, the son of 




















G. W. Hart 


Dr. Samuel W. Hart, a direct de- 
scendant of Stephen Hart of Brain- 
tree, England, who with Thomas 
Hooker came from Newton, Mass., 
and settled in Hartford in 1836. 

Mr. Hart attended the public 
schools of New Britain, and in 1871 
attended the Cheshire Military Acad- 
emy, graduating in 1874. In 1878 he 
entered the Sheffield Scientific School 
at Yale and rowed on the crew. 

In 1880 the American Electric Co. 
was organized in New Britain to 
build the lighting apparatus of 
Thomson and Houston of Philadel- 
phia. He was the first employee of 
the American Electric Co. and in 
1882 was sent to Kansas City to in- 
stall the first central station to use the 
Thomson-Houston system for the 
Kansas City Electric Co. He re- 
mained west a number of years in- 
stalling other plants. In 1865 he was 
made assistant general manager of 
the Kansas City Electric Co. and 
superintendent of the Edison Electric 
Light & Power Co. which at that 
time was formed by stockholders of 
the former company. 

With George S. Hegeman, a class- 
mate at Yale, he perfected a 10 amp. | 
single pole switch which was far su- | 
perior to the existing switches. In 
1890 sales made at the Cape May 
convention of the NELA of the new 
switch gave them courage to set up | 
manufacturing facilities and a part- | 

































































At Last! A distinctive electric fanned air heater, and combined cool air 
circulator. 

The Circulat-aire sets a new high standard in modern comfort—and 
opens up a tremendous new market. 


Designed for generating Healthful and Temperate Air in homes, offices, 
hospitals, clubs, schools, cottages, etc. THE CIRCULAT-AIRE will 
enable you to supply the modern demand for clean, safe circulated heat, or 
a gentle breeze of refreshing air. Ready at the snap of a switch. 


A few reasons why you will find the Circulat-aire profitable— 


Sturdy Construction 
(Only one moving part) 


Beautiful Design 
(Four attractive colors) 


Dependable 
(Thoroughly tried and proven) 
Safe 


(Heating elements are enclosed) 


Economical to Operate 
(Works from any 110-120 volt outlet) 


Quiet 
(No hum—no vibration) 


ATTRACTIVELY PRICED 


We are prepared to co-operate very closely with our jobbers through our 
direct representatives in all parts of the country—a carefully planned sales 
programme—Trade paper and Newspaper advertising—Dealer Helps— 
Special Displays. 

“An Appliance you will be proud to own and recommend to your dealers.” 

While the idea is fresh in your mind, call your stenographer and write 
today for a copy of our merchandising plan and particulars regarding 
special sample offer. 


A product of 
THE AMERICAN APPLIANCE CO., INC. 
(Division of American Signs Corp.) 
KALAMAZOO, MICHIGAN 
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nership was formed, to later move 
'east to Hartford, Conn., in 1891. In 
| 1898 Mr. Hart left the company to 
start the Hart Mfg. Co. making 
heater switches, remote control 
switches and kindred lines, under the 
“Diamond H” brand name. He in- 
sisted on high quality in his products 
and was assured the finest type of 
craftsmanship since many of his em- 
ployees have been with him over 30 
years. 

Mr. Hart leaves his widow, Lucy 
Hart; a son, George Hegeman Hart, 
vice president of the Hart Mfg. Co.; 
a brother, S. Waldo Hart of New 
Britain, two sisters and two grand- 
children. 

+ + 





There are still hundreds of prospects in | 
your territory for electric time switches. 
Of course you'll want to sell them an 


The 14 Point 
ELECTRIC TIMESWITCH 


Universal Motor made by “Dumore” 
winds the clock and throws the switch 
at the same time. Runs on A.C. or 
D.C. 100 to 130 volts, any cycle up 
to 60. 

a will run 48 hours with current 
om. 


Has a 12-hour dial and hands in ad- 
dition to 24-hour dial. 

A patented compensating regulator 
insures accurate time keeping within 
temperature range of 110 degrees. 
Guaranteed to trip within 15 seconds 
of time set. 

Trip hands can be set as close as % 
hour apart and clocks can be fur- 
nished with 2, 4 or 6 hands on 24- 
hour dial. 

7 Mechanism can be tripped by hand 
or by any number of push button 
switches located anywhere in the con- 
trol circuit without interfering with 
the automatic operation of the clock. 
Each trip hand has its duty to per- 
form and will not trip the mechan- 
ism unless the switch is in position 
to be tripped when hand passes. 
Indicate position of switch at all 
times. 

Clock hands can be turned forward 
or backward without interfering with 
trip. 

Clock will not overwind regardless of 
how many times it is tripped by 
hand. 

Made in regular on and off types, 
also in 2 and 8-circuit types for 
apartment house hall lights, etc. 

3 Any one of the three units can be 
taken out for cleaning, oiling or re- 
placement without disturbing the 
others or without removing case from 
the wall. 

Fully guaranteed by the Reliance 
Automatie Lighting Company, mak- 
ers of time switches for 21 years. 


Write For Prices 


RELIANCE 


Automatic Lighting Co. 


Racine, Wisconsin 








N.E.M.A. Elects Group 
Officers 


The following officers of sections, 
groups and divisions of the National 


Flectrical Manufacturers Association | 


| have been elected for the ensuing 
year: attachment plug—E. B. Slade, | 
| Beaver Mfg. Co., chairman, W. H. 


Harrington, Arrow-Hart & Hegeman 
Elec. Co., secretary; conduit fittings 
—W. I. Patterson, Steel City Elec. 
Co., chairman, 
Thomas & Betts Co., secretary, W. 


| O. Roach,* Roach-Appleton Mfg. Co. 


| treasurer; electrical porcelain—Paul 


G. Duryea,* Cook Pottery Co., chair- 
man, A. M. Ferry,* secretary, Her- 


| bert Sinclair,* Star Porcelain Co., 
| treasurer; heating appliances 
| Mauger,* Edison Gen. Elec. Appli- 


H. J. 


ance Co., Inc., chairman, M. F. Fitz- 


| gerald*, Fitzgerald Mfg. Co., secre- | 
tary, J. S. Kennedy,* Landers, Frary 


& Clark, treasurer ; knife and enclosed 
switch—F. T. Wheeler,* 
Elec. Mfg. Co., chairman, O. S. Jen- 
nings*, Westinghouse Elec. & Mfg. 


|Co., secretary, A. E. Pringle, 2nd*, 
Pringle Elec. Mfg. Co., treasurer; | 


laminated phenolic products—J. P. 
Wright, Continental-Diamond Fibre 


Co., chairman, E. H. Ott, Westing- | 
| house Elec. & Mfg. Co., secretary ; 
| non-metallicconduit—D. H. Murphy,* 
| Wiremold Co., chairman; I. G. Trat- 

tler,* Eastern Tube & Tool Co., treas- | 


| urer; non-metallic sheathed cable 
| D. H. Murphy,* Wiremold Co., 


| chairman, J. H. Crawford,* General | 
| Electric Co., secretary and treasurer; | 


outlet box and switch box—E. K. 
Parmelee,* Pratt Chuck Co., secre- 


| Mfg. Co., treasurer; panelboard and 
distribution board—Arthur E. Prin- 


N. J. MacDonald, | 


Trumbull | 


| tary, W. O. Roach,* Roach-Appleton | 





handkerchief 


UT it was no joking matter 

to the bride. Someone had 

stepped on her “going away” 
handkerchief. The rare little bit of 
handed-down lace was crumpled 
and soiled. And it had to be washed 
with infinite care. Could we? We 
could and did. 


We rather pride ourselves on our 
ability to take care of our guests. 
You'll find it reflected in rooms 
that have closets big enough to hold 
all your clothes—in every appoint- 
ment which a hotel worthy of the 
name provides. But what you'll be 
sure to notice is a spirit of extra 
service, in all the little things which 
United Hotel employees are taught 
to take the time to do well! 


Extra service at these 25 


UNITED HOTELS 


NEW YORK CITY'S only United ....The Roosevelt 
PHILADELPHIA, PA The Benjamin Franklin 
SEATTLE, WASH The Olympic 
WORCESTER, MASS The Bancroft 
ae a aye The Robert Treat 
PATERSON, N. J.-..--- The Alexander Hamilton 
et ee Seer eS The Stacy-Trent 
PABRUBURG, PAs 040.0 00c0nKves The Penn-Harris 
The Ten Eyck 

SYRACUM, BY. kv ov sicvvccesecs The Onondaga 
DONE MOT. oss vcastisccecauen The Seneca 
NIAGARA FALLS, N. Y The Niagara 
The Lawrence 

The Portage 

ST ANION. os... 00 9asas eae s see ES The Durant 
RAMGAN CITE MOS ocrcvcesecevey The President 
TUCSON, ARIZ El Conquistador 
SAN FRANCISCO, CAL. ......-+- The St. Francis 
SHREVEPORT, LA. ....- The Washington-Youree 
NT ORLEANS, BA. 0006 cc sctess The Roosevelt 
NEW ORLEANS, LA The Bienville 
TORONTO, ONT The King Edward 
NIAGARA BALES, ONT. «.66.cceecsce The Clifton 
WINDOOR, GNT.-< «600000555 The Prince Edward 
KINGSTON, JAMAICA, B.W.1.. The Constant Spring 
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INVESTIGATE! 


Making money is largely a 
matter of keeping ahead of 
competition. 





| tric Co., chairman, H. S. Walker,* 





The Sovereign Line 


With its modernistic beauty and 
built in quality enables you to offer 
unusual values to your trade. A 
post card will bring you full de- 
tails by return mail. 


“Hanger Specialists’’ 


THE ART METAL CO. 
1800 E. 38th Street 
LEVELAND “t- OHIO 








When Greek meets Greek. T. S. Mc- 
Lean of Harvey Hubbell, Inc., Bridge- 


| port, Conn., and William Kaeser of Hart 
| & Hegeman, Hartford, Conn., each have 


a “very superior” switch which they are 
demonstrating to the victim, C. H. Albee, 
general manager of C. S. Mersick & 
Co., New Haven, Conn. 





c- > RG 


gle, 2nd,* Pringle Elec. Mfg. Co.,| 


chairman, H. E. Ruggles,* Westing- 
house Elec. & Mfg. Co., secretary, 
R. C. Graves,* Trumbull Elec. Mfg. 
Co., treasurer; resistance type fur- 
nace—W. D. Little,* Hoskins Mfg. 
Co., chairman, R. F. Benzinger,* | 
Electric Furnace Co., secretary ; rigid | 
conduit—F. W. Hall,* General Elec- 





Walker Brothers, secretary and treas- | 
urer, George H. Sicard,* executive 


| secretary and assistant treasurer ; sur- | 
| face raceway—I. A. Bennett,* Na-| 


tional Elec. Prod. Corp., chairman, | 
D. H. Murphy,* Wiremold Co., sec- | 
retary; vulcanized fibre—J. P.| 
Wright,* Continental-Diamond Fibre | 
Co., chairman, J. K. Johnston,* Na- 
tional Vulcanized Fibre Co., secre- | 
tary; wire and cable section—H. D. 
Keresey,* Anaconda Wire & Cable | 
Co., chairman; automobile and radio | 


| wire sub - group—Whipple Jacobs,* | 
| Belden Mfg. Co., chairman; bare and | 


weatherproof group—Wylie Brown,* | 
National Elec. Prod. Corp., chair- | 
man; flexible cord group— H. N. | 
Otis,* Anaconda Wire & Cable Co., 
chairman, C. A. Scott,* General Cable | 


Corp., vice-chairman, C. O. Hull,*| 
General Electric Co., secretary ; heater | 
cord sub-group—E. C. Lackland,* | 


Rockbestos Products Corp., chair- | 


| man, C. P. Berolzheimer,* Diamond | 


Braiding- Mills, vice-chairman, C. O. | 
Hull,* General Electric Co., secre- | 
tary; magnet wire group—E. H. | 
Hammond,* American Electrical | 
Works, chairman ; power cable group | 


|—F. C. Jones,* Okonite Co., chair- | 


man. *Re-elected. 


‘“gmorown 


~ 
° 
T 
A 
P 
3 


NO 
SMUDGED 
CEILINGS 


CONNECTORS 


SEND ME ADDITIONAL 
INFORMATION 
IDEAL WIRE CONNECTORS 








ideal Commutator Dresser Co. 
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& YAGERS 


j| SOLDERING 


Wee 
i 4 


In Bulk Containers 


In addition to the standard size packages 
ordinary use Yager’s famous soldering salts 
now furnished in 25, 50, and 500-pound 
tight sheet-iron drums. All are attractively 
ameled to prevent rust. 


Write today for 
prices and discounts. 


Alex. R. Benson Co., Inc. 
Manufacturers 


Hudson, N. Y. 
Since 1873 


YAGER’S 


1873 IT MUST BE GOOD 1931 





~ SHERMAN 
ANNOUNCES 


SPLICING SLEEVES 


With the addition to the SHERMAN 
line of the Figure Eight Double Tube 
Sleeve and the Oval Single Tube 
Sleeve, three SHERMAN splicing 
sleeves cover practically all con- 
tractors’ requirements. 

Every SHERMAN splicing sleeve is 
made of the highest quality of ma- 
terial. They are free from burrs 
and annealed té the proper temper. 


Wire for a SHERMAN catalog 
Sold Thru Jobbers 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICH. 








This veteran not only remembers the 
first issue of THE JopBer’s SALESMAN, 
but recalls that he saw it at the Signal 
Electric Mfg. Co. plant in 1920. He is 
Guy Kowfeldt of the Kowfeldt Co., 
Minneapolis, manufacturers’ agents, 
and he has been doing his stuff for 11 
years. 





Latest Trade Literature 

National Electric Products Corp., 
Pittsburgh—Observations relative to 
the subject and also the story of the 
requirements for a conduit, has been 
incorporated in a book published by 
this corporation. This information is 
complete and should furnish a prof- 
itable study to everyone interested in 
permanency in wiring systems. The 
book also has catalog data, listing 
rigid conduits, under-floor duct, un- 
der-plaster raceway, armored cable, 
flexible steel conduit, and fittings for 
every conceivable requirements. 


Mathias Klein & Sons, Chicago— 
“Pocket Tool Guide No. 30” is the 
latest addition to the trade literature 
put out by this manufacturer of tools 
for electricians, linemen and mechan- 
ics. 


Square D Co., Detroit—This man- 
ufacturer has just issued a new bul- 
letin on its “Safety Panel” (con- 
vertible). These may be obtained by 
addressing communications to the ad- 
vertising department. 


O. C. White Co., Worcester, Mass. 
—General catalog No. 31, covering a 
complete line of adjustable fixtures 
and portables and a large variety of 
“daylight units,” has recently been 
developed by this manufacturer. The 
cover design, in three colors, is em- 
blematic of the company’s name and 
product. 


SRK 
Patented 


WIRE 
CONNECTORS 


S cre 


URE 

PEEDY 
Wire connections are quick 
and easy to make with 


S R K Connectors, they’re 
safer, too. 


Have a quantity on hand. 
Order a supply today from 
your jobber. 


Approved by 


Factory Mutual 
Laboratories 


Underwriters 
Laboratories 


Samples sent on request 


JIFFY WIRE CONNECTOR CO. 
HACKENSACK, N. J. 


General Sales Office 
G. DENN MONTGOMERY, Jr. 
458 Broadway, New York City 
Phone CAnal 6-7533 and 6-6186 








A. S. DeVEAU 


Manufacturer’s 
Representative 


200 FIFTH AVENUE 


Room 819 


New York, N. Y. 


Desires additional worth- 
while lines to handle on a 
commission basis. Has effi- 
cient organization and con- 
tact with all classes of 
trade. 











Subscribers 


Youcan’tafford to 
miss a single issue. 
Give us your new 
address if you 
have moved. 
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All-Steel-Equip Co., Aurora, II]._— 
This manufacturer has developed a 
new catalog showing its complete line 
| of cut out boxes, flush cabinets, pull 

boxes, wiring troughs, special boxes, | 
| fuse cabs, guttered and weatherproof | 
| cabinets. It is known as catalog D-1. 


Colt’s Patent Fire Arms Mfg. Co., | 
Hartford, Conn.—Catalog 57 is the 
latest of the catalogs issued by this 
manufacturer. The book is more 
than usually thorough in its descrip- 
| tion of products and recent develop- 
ments. 









GENUINE BAKELITE ’ : ; 
Bull Dog Electric Prceducts Co., 
(KNOX) Detroit—A bulletin, telling of a new 
type of lighting panelboard recently 


designed by this company, has been 
WEATHERPROOF 


| mailed out to the trade. 


SOCKET | 
STROWGLY BUILT -STANG UP UN- Holophane Co., Inc., New York— 
DER SEVERE SERVICE FOOL = Booklet No. 1250 on the “Realite” 
PROOF. a ihas just been developed. — Illustra- 
SOLO THRAUGH JOBBERS tions, descriptions, and suggestions 
KNOX PORCELAIN cos ov (ON to architects are also given. 
KNOXVILLE - -- TENNESSEE 











General Cable Corp., New York— 
| A fect ral,” a booklet describing the 


| salient features of a new product as For wider sales and bigger profits 


WHO IS THE JOBBER | well as some of its important appli- | it will pay you to concentrate on 
SALESMAN’S BEST | cations, is the most recent publica- | Union flush plates. 
FRIEND? 





tion released by this company. 


You'll like the care with which 
= —— they are made and the satisfac- 
tion they will give to your cus- 
tomers. 





Better yet you'll like the repeat 
business they'll bring you. 


It'll only take you a second to 
send for our complete catalog 
and price sheets. Use the coupon 
below. 


| UNION 
BAKELITE 
ELECTRICAL 
PRODUCTS 


New York City Parkersburg, W. Va. 






BECAUSE | 
AM SELLING 
LIGHT BY THE 


ROOMFULL! 


Every Jobbers’ Salesman should read 
each issue of the famous Business 
Builder, ‘‘The Wiremold Idea,’’ and 
keep up with the current campaign to 
sell light by the SHOP FULL—STORE 


Pema ptt a Up bobs the old appliance wizard | Gentlemen: Please send us your com- 
a wee eS ee ae from the South. H. G. Wynn who will | plete catalog and latest prices. 


be remembered as a salesman for the | | 
Re old Southwest General Electric Co., in | * 

| Houston, has been a Hotpoint repre- 
WBB HEADQUARTERS a 4 4 


sentative for some time and is now 
HARTFORD, CONNECTICUT located in Atlanta, Ga. 








Union Insulating Company, 
| 296 Broadway, 
| New York City, N. Y. 
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MCGILL 
NEWS 


Published Monthly by McGill Manufac- 
turing Company, Box 658, Valparaiso, 
Indiana, to bring you friendly thoughts 
and news about electrical specialties of 
quality. 








APRIL 1931 No. 7 of a Series 








It Oceurs 
to Us... 


It occurs to us that because the 
American Business Man has taken 
off his coat, rolled up his sleeves 
and gone to work as never be- 
fore... that he must be judg- 
ing quality more shrewdly, and 
will therefore more easily be 
shown the geniune value in Mc- 
Gill products. 

It naturally becomes easier for 
McGill electrical specialty sales- 
men to make more sales, and 
money. 

Seize every opportunity to ac- 
quaint your customers and _ pros- 
pects with the superiorities of 
the McGill line and your sales 
will increase almost automatic- 
ally. 


Here’s a good idea to put in 
your book of facts . . . “The 
great thing in life is to find 
out that there is no fun like 
work.” 


Would you like to be put on 
the list to receive the large 
monthiy edition of the McGill 
News? Write us today and we 
will be glad to send it to you 
monthly. 


This switch, the McGill LEVO- 
LIER, is more popular than ever 
—because it’s better! 
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Hubbell Type'C' Switch 
—  — for Type C Lamps 


banishes burned 
contacts~~ 












The life of a switch depends 
upon the manner in which contacts 
make and break a circuit. If contacts are not 
properly designed to carry the enormous inrush of cold 
filament load of the type “C™ gas filled lamp they will 
bounce, burn and pit. Switch failure is inevitable. 







Hubbell Type “C” 
Switches are Bakelite with Com- 
position, Rubber or Metal handle as 
specified. 

contact and blade permits recoil it A complete line to meet every requirement or need — 


will burn and pit under the heavy No. 9801 Single pole, 5 amperes, 250 
volts; 10 amperes, 125 ‘volts 

No. 9802 Double pole, 10 amperes, 250 
volts 

No. 9803 Three-way, 5 amperes, 250 
volts; 10 amperes, 125 volts 

No. 9804 Four-way, 2 amperes, 250 volts; 
5 amperes, 125 volts 

No. 9805 Single pole, 20 amperes, 250 


Carrying capacity will not solve this problem. Shunting 
a double pole switch does not change the design. If the 


initial load of fusing current. 


Hubbell Type “\C” Switch because of 
its design reduces vibration and re- 





coil, Burning and pitting is pre- volts 
; ; : : No. 9806 Double pole, 20 amperes, 250 
vented. Switch failure is banished. sale 
Longer switch life is assured. Main- Boston, Mass. Cheng, Mineie 
tenance and replacement reduced to Ationte, Georgie pony nor 
si , C. Biglin T. H. Bodfish 
a minimum. It guarantees protection How West op, . ¥- Phitedelohia, Pa 
and economy, HARVEY HUBBELL, INC.,  "xrzistia +t pon 
7-21 Labatt Ave., Toronto (Exhibition Dept.) 
BRIDGEPORT, CONN. San Francisco, Cal. 390 Fourth St. Garnett Young & Co. 


HUBBELL | 
Toggle Swi tch es 
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POINT to the 


Lines you carry / 





Point out the lines you carry in Exc: 
TRICAL TRADE CaTaLocs—everywhere you 
go. 





Make the catalogs of the companies you 
represent work for you. 


Show your contractor and dealer 
friends the complete data on your lines 
filed in the handy catalog-file. They wil! 
be interested. ‘They know that the com- 
panies you represent are helping them by 
putting the data on their products in 
ELECTRICAL TRADE CATALOGS. 


EectricaL TRADE CaATALogs will help 
you get orders. It will help you estab- 
lish contacts you could not make in any 
other way. Whenever a contractor or 
dealer wants details on the lines you carr) 
—show him the data in the binder with 
the Orange Bands—and you have made 
both a customer and a friend. 


A new edition is in the making. Hav 
your office advise us what additional dat: 
would be of help to you and we will try 
and have it in the next volume. 


MCGRAW-HILL 
CATALOG AND DIRECTORY 
COMPANY, INC. 


NEW YORK, N. Y. 


When you call on Industrial Plants point to the Lines 1 
a, carry in Execratcan Enorneertna CaTatoos. gl 
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of the NEW BRYANT 
Straight “Through SWITCH 


CATALOG NO. H271 


NEW and distinctive 

item like this will 
help you build up your 
sales quota. Be sure to 
get the necessary sales 
data from your sales man- 
ager. 
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SUPERIOR WIRING 





Modernistic Design. 
Body of Brown Bakelite. 


Straight-through feed so designed as to afford strain 
relief for cord. 


Milled Edge Indicating Switch Handle of Brown 
Bakelite. 


So quiet in operation as to be practically noiseless. 
Ample Space is provided in Wiring Channels. 


Binding Screws with large heads. 


RYANT 


DEVICES 
Manulactured by 


THE BRYANT ELECTRIC COMPANY, BRIDGEPORT, CONN. 


MANUFACTURERS OF “SUPERIOR WIRING DEVICES” SINCE 1888-MANUFACTURERS OF HEMCO PRODUCTS 





140 Federal Street 


BOSTON -: CHICAGO 


844 West Adams Street 


- NEWYORK -: PHILADELPHIA - SAN FRANCISCO 


1333 Chestnut Street 


60 East 42nd Street 


149 New Montgomery Street 








As Good as It Looks 


Setting a new standard of design, the Bull Dog Superba Panel 
combines attractive appearance with a measure of utility and 
flexibility never before attained in panel construction. 
Write for bulletin 


0oG SUPERBA 


Isolated noartment Construction 


a) Section through the SUPERBA 
bakelite Unit showing how Bus- 
bars, Toggle Switches and Fuses 
are each isolated in compartments. 


Patented —Adjustable — 


Heavy Duty Toggle 
No setting required. 


Switches 


30 Amp. 250V, 60 Amp. 
125V SUPERBA Toggle 
Switches, Rugged and 
Durable, with Non-Shat- 
terable Handles. 


Ornamental Lock 


Flush Lock of the auto- 
matic spring bolt type 
with Ring Handle. 


Exclusive Bull Dog wire 

Terminal Connection (no 

looping required) for both 

Plug and Cartridge Fuse 
Type Panels. 


Cartridge f us 


Ejectors 
anf 


: A flip of the finger in- 

3 : 1 j he fuse. 

Circuit Numbers are read- = ped Chen, Tae aor 
ily visible through neat — Z Tem er. 

window frame effect. 4 ; i 


F vtron F xibility 


The OMNI-Bus permits changes in circuit con- 

; whe ; a nections for both voltage and phase. Cartridge 

OVER 25 YEARS € : and Plug Fuses and Single and Double Pole 
OF RESEARCH AND 


Switches are also interchangeable. 
DEVELOPMENT 


BULL DOG ELECTRIC PRODUCTS CO., Detroit, MiICH.—Bull Dog Electric Products of Canada, Ltd., Toronto, Ont. 








